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N lJ S @ @ @ peanuts, that is, have en- They keep nuts roaster-fresh for months, even years. 


joyed a spectacular sales increase since vacuum cans 
were adopted. 


Vacuum cans moved peanuts from the ball park to Park 
Avenue. Delicious, fresh nuts of all types became avail- 
Almonds, pecans, cashews and mixed nuts have also able everywhere because they could be shipped thousands of 


enjoyed tremendous sales increases. miles without product loss, and arrived in prime condition. 
Why? Here is an example of hand-in-hand co-operation |e- i 
Because the nut industry is using vacuum cans... — tween an industry and Canco that spells more prolits 
millions of them annually. through better packaging. 


AMERICAN CAN COMPANY 


New York + Chicago * San Francisco 


This trademark is your assurance cf cuality containers. Look for it! 
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CITRUS FRUIT CANNERS 


When lima beans are harvested, 
considerable amounts of sand, 
ground, weeds, and dirt are 
brought to the viners, even though 
considerable care has been taken 
in cultivating the fields and har- 
vesting the crop. The advisability 
of removing this dirt from the 
bushes before feeding them into 


viners has long been recognized. single drop of costly, concentrated 


A “Syrup-Miser”! Never wastes a 


syrup. Quickly pays its way in Savings. 


“Doles” out exact charge of syrup and 
speedily deposits it into can, jar or 
carton at the right moment. Adjustable 
to all performance demands. Can be 
used with hand packing or machine 


filling, before or after filling operation. 


: Also adaptable for brine, sauce or oil. 
Hamacheck Rotary Dirt Removers have . 


been thoroughly tested and many lima 
bean packers consider them a necessity. 


M ounting Cash 


with FMC modern machinery 


... write for FREE 
FMC Catalog No. 800 
Shows complete line of FMC 
Modern Machinery and Equip- 
ment for Processing, Canning, 
Packaging. 


AUNEE. 


Established 1880 @ Incorporated 1924 


PEA HULLING SPECIALISTS 


WISCONSIN 


F-405 


FOOD MACHINERY CORPORATION 


SPRAGUE-SELLS DIVISION HOOPESTON, ILLINOIS 
BALTIMORE © NEW YORK © SAN JOSE, CALIFORNIA (ANDERSON-BARNGROVER DIVISION) 
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When you need something extra in the way 
of sales service or technical help, you should 
know what Continental can do for you. 
Continental has the manufacturing and ser- 
vice facilities that you require—thirty-seven 
can manufacturing plants, thirty sales of- 
fices, a modern laboratory with a large staff 
of competent scientists and technicians, an 
unsurpassed cannery equipment depart- 
ment, and fourteen field research offices 
strategically located throughout the coun- 
try. 


And, above all, we have the experience, the 
knowledge and the progressive, on-the-toes 
spirit that we believe you want in a supplier. 
You can depend on Continental to do every- 
thing possible to help you meet your can- 
ning problems. No wonder so many packers 
throughout the country today are saying: 
“You can’t beat Continental as a dependable 
source of supply!” 


AND YOU CAN’T BEAT CANS 
FOR CONVENIENCE 
ECONOMY AND PROTECTION 


The tin can is king in the 
processed food field. Be- 
cause, in addition to cutting 
operating costs, cans are un- 
breakable and cost less to 
ship. They’re lighter, require 
no special packing and they 
can be stacked higher in 
freight cars and warehouses 
with perfect safety. 


122 E. 42nd St., New York N. 


135 South LaSalle St., Chicago 3, IIL. 
\ 


155 Se, San Calif. 
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EDITORIALS 


the annual fall convention schedule, certain high- 

lights in the canning picture, of interest and con- 
cern to canners in all areas, stand out in bold relief. 
Better minds than yours truly have and will yet dis- 
cuss these subjects but it might be in order to sum- 
marize the trend of industry thought. It would be 
difficult to list them in order of importance for they do 
vary in intensity by area and individual. But because 
the buyers’ strike is current and continuing, it may be 
the one problem that is of most immediate interest to 
the industry. Not to say that most canners are wor- 
ried about their own ability to wait out a market that 
should surely come after the turn of the year, for that 
is hardly the case. The majority realized before pack- 
ing season that they would be called on to carry their 
pack considerably longer than usual and made plans 
todo so. It’s the operator that failed to make these 
provisions who gives the industry the jitters. Every- 
one pretty well realizes that the average wholesaler 
would buy in large quantities if he were able to, but 
that the banks say no because of the extra money need- 
ed to carry a greater variety of other inflated items. 
Now that some of the hot air is being squeezed out of 
these ii'ms the picture may change. Meanwhile if 
some 0! the weaker sisters in the canning fraternity 
Will pre cnt the true facts and figures on canned foods 


Die annual dal we approach the halfway mark in 


to their »ankers, they should be able to obtain sufficient 
funds t. tide them over the pressure area. 

‘HIG! “REIGHT—Next in importance might be the 
high fr. ¢ht rates coupled with the recent supreme 
court d-. sion on delivered prices. Changes in the dis- 
tributic: of canned foods caused by this combination 
May vei, well be drastic and far reaching. National 
advertis rs have already announced the purchase of 
Plants » jjacent to metropolitan areas and the trend 
continu: This week rumor has it that one is ne- 
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gotiating the purchase of a substantial New York 
firm and if we know our rumors, the official announce- 
ment won’t be far behind the rumor. Smaller canners 
with not too well known brands but within trucking 
distance of the market are getting the call over their 
more distant competitors. .Those canners not getting 
business near by had better get busy and do something 
about it. 


GROWER RELATIONS—Possibly more important 
than either of the above considerations is the need for 
an enlightened grower relations program. With the 
Democrats still in power, .it’s almost a certainty that 
farmers will do rather well growing crops other than 
canning. To keep them on the right side of the fence, 
many canners will have to make radical changes in 
policy. Unless a canner wants to do his own growing, 
he’s going to have to take that farmer into his confi- 
dence, treat him as a responsible cog in the business 
and see that he is satisfied. Otherwise the enemy, in 
the form of experienced and trained bargaining agents, 
will take over. 


Then there’s the need for a well organized and care- 
fully planned sales and merchandising policy. This, 
of course, ties in with the above consideration. There’s 
a long list of other factors—Operations should be care- 
fully studied to save labor wherever possible; Quality 
control in the field and plant must be emphasized ; La- 
bels might very well be improved; And there are many 
others. The important point is the need to get busy 
and do something about these problems now. The 
market pressure is probably at its height now. Near- 
by customers don’t materialize out of thin air. The 
acreage problem will be at hand in short order and 
merchandising plans aren’t drawn up and put to work 
over night. Canners should be busy as hound dogs this 
season of the year. 
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CONVENTION NEWS 


Indiana Canners Meet 


President Dunlap Advises Members To Re- 
view Relationship with Banker, Grower, 
Broker And Wholesaler — NCA President 
Cumming Discusses Problems Of The Times 
—CMSA Exhibition Boosted—Payne Shows 
Label Film—Raw Tomato Grades Discussed 
—Bachelder New President. 


Indiana canners, their machinery, sup- 
ply and service organizations, some 600 
strong, converged at Indianapolis Thurs- 
day and Friday of last week (November 
18-19) for the dual purpose of talking 
shop and renewing old acquaintances. 
Like the other state meetings thus far, 
attendance was about normal. Lobby 
talk didn’t throw and new light on the 
tomato situation. Movement, it seems, 
remains extremely sluggish with most 
packers not expecting any radical change 
in buying habits until after the first of 
the year. Statistically, canners are well 
informed and there is general agreement 
that tomatoes are worth, and will bring 
considerably more than buyers want to 
pay for them at this time. 


PRESIDENT’S ADDRESS 


In his opening address to the conven- 
tion, President Ed Dunlap of the Ply- 
mouth Canning Company, put his finger 
on the important considerations facing 
Indiana canners. 


“T am going to enumerate and remark 
on a few questions concerning our indus- 
try that exist in my mind—there are 
many but one of these is: 

The question of Finances or Banking: 
First of all—are we welcome when we 
go to the Banks? What is our reputa- 
tion, and do we deserve it, whatever it 
is? Before we start our year’s activities 
do we prepare a budget and make financ- 
ing arrangements accordingly? Do we 
plan on the contingency of carrying our 
pack for a reasonable length of time 
rather than break the markets? Are we 
given the same consideration at the bank 
as other industries and have we worked 
as partners with the banks so as to es- 
tablish our business as a good sound 
reputable means of livelihood, of a per- 
manent nature on a year around and year 
to year basis? Does he get the facts and 
information necessary to be a valued 
partner in our vocation? If the answers 
are no to any of these queries we should 
do something about it. 


“Much the same is true of Grower Re- 
lations, and in some degree to personnel 
relations. Just how do we rate in our 
community—are we considered an asset 
—a wholesome, necessary, worthwhile, 
part of communal society where we live. 
We have all come a long way since the 
day a famous railroad tycoon said, “The 
Public be Damned”, but are we always 


careful that somewhere in the vast activ- 
ity of our industry this attitude does 
not appear to be implied? What today 
is our position or philosophy in agricul- 
ture—and as canners are we going to be 
tardy in forming a sound policy regard- 
ing agricultural problems as they effect 
us across the fence at home and across 
the nation to Washington? Are we too 
often “unalterably opposed” and too in- 
articulate about what we are for? Does 
progress or advanced thinking too often 
cower at the thought of heresy? Does 
this thought bring to your minds some 
positions we have taken in the past that 
could stand reviewing with a more real- 
istic attitude today? These are impor- 
tant questions needing answers. 


“Equally important for consideration 
is Sales or Marketing. Like our rela- 
tions as mentioned heretofore shouldn’t 
we review our broker and wholesaler re- 
lations —all in all its really a family 
relationship and a family problem, isn’t 
it? Are they thinking in one direction 
and we another, causing unnecessary 
conflict of interest and divergent trends 
of merchandising? 


“Now, at a time with business good, 
national income at an all time high, 
which means plentiful money and a high- 
er standard of living, people consuming 
25% more processed foods than ever be- 
for and the all over production below 
that of the past few years—why are our 
goods selling at 159% above prewar 
levels compared to the average price of 
all foods of 215%. Isn’t this a matter 
that all canners should look at realistic- 
ally and act upon with benefit? Is it be- 
cause we have too much merchandise of 
inferior quality that can only be moved 
at a low price, or is it because we are 
not properly financed and must sell? Isn’t 
it true that if these things are true, good 
merchandise often must sell at a price 
to compete? 


“To prove the above point of supply 
and demand, Indiana, this season packed 
less than 200,000 cases of pumpkin, less 
than one third of the total packed last 
year. No over supply here, but, selling 
cheap! What’s the answer? I have 
touched on but a few of our problems and 
as canners I wonder if we don’t often 
feel like Mike did when the mule he was 
on ran away from him and he yelled to 
Pat asking him what to do. Pat said, 
“Get off Mike” and Mike said, “Get off 
hell—it’s all I can do to stay on!” 


“But seriously, if we face our problems 
frankly and are in search for an honest 
and equitable answer, there should be no 
reason for an optimistic attitude to give 
away to one of despair or rejection of 
that ever present challenging tomorrow. 
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“One of the great alchemies in the 
chemistry of man’s mind is the welding 
of integrity of purpose to the truth of 
things no matter what field of human 
endeavor, and if that is a challenging 
thought for these troubled times—let us 
gladly accept it.” 


NEWSPAPERS 
C. Walter McCarty, President-General 
Manager of the Indianapolis News spoke 
interestingly of the value, responsibility 
and influence of the daily newspaper, 
Like most Hoosiers, he has had his finger 
in the canning industry at one time and 
kept his audience on the edge of the 

chairs awaiting the next jibe. 


SCOTLAND—NCA—PROSPECTS 

NCA President Howard Cumming 
spoke interestingly of his experience in 
Scotland where he spent three weeks this 
past summer on a 1200 acre farm. The 
crops there are much the same as over 
here, he said, but labor is much more 
plentiful and the farms much less meceh- 
anized. At the time of his visit, socialized 
medicine had just become a reality and 
the trend of conversation centered 
around that subject. To his surprise 
most of his acquaintances thought the 
country would be better off without the 
Marshall Plan. 

Mr. Cumming briefly reviewed the ace: 
tivities of the National Canners Asso- 
ciation and expressed his own personal 
opinion of the outlook for the canning 
business. He pointed to some of the 
problems facing the industry today, such 
as high freight, labor and other costs, 
price declines in food competing with the 
canned product, carryovers into the 1948 
season, and the strong demand for na- 
tionally advertised labels. Against these 
factors he weighed the unprecedented 
demand of sixty million people employed 
at higher wages than ever, the increased 
quality of canned foods and the com- 
parative balance between supply and po- 
tential demand. 


OTHER SPEAKERS 

Other speakers included Robert D. 
Seggerson of the Canning Machinery & 
Supplies Association who spoke of the 
good things in store for canners visiting 
the exhibition hall at the Annual Con- 
vention and exhibition in Atlantic City 
this coming January. 

Mr. Happer Payne, Director of the La 
beling Division of the Nationa] Canners 
Association, presented the sound colo 
film “Better Labels” designed ‘o stress 
the importance and the effective manne! 
in which the label can be used (> inform 
the housewife of the contents of the call 
(See November 15 issue of TI! CA): 
NING TRADE for complete deiails.) 


RAW TOMATO GRADES 


Almost the entire business session Wé 
devoted to a discussion of raw tomal’ 


(Continued on page 22) 
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MEETINGS 


Tri-State Meeting 


Sales and merchandising problems head 


bill— Commodity groups 


cut samples, discuss Food and Drug Standards — Merchandising panel 
sees outlook favorable — Carloading demonstration interesting — 


C. Edgar Anderson new president 


Tri-State Canners meeting in annual 
session in Atlantic City Monday and 
Tuesday, November 22 and 23, devoted 
the major portion of their time to a con- 
sideration of sales and merchandising 
problems. The program included two 
separate treatises on the label, its value 
and use; a forum discussion on merchan- 
dising the 1948 pack; an address and 
slide demonstration of better carloading 
practices; a statistical analysis of the 
trends in production and consumption 
and a summary of the advantages of can- 
ned foods as compared to other forms. 
As is customary, commodity group meet- 
ings played an important role in the dis- 
cussions. With Messrs. Strasburger and 
Siegel of that firm, Howard Smith of 
NCA and Amihud Kramer of the Univer- 
sity of Maryland, acting as wheelhorses, 
discussion centered chiefly about sample 
cuttings and food and drug standards. 


PRESIDENT’S ADDRESS 


The opening address of President G. 
Frank Thomas of Frederick, expresses 
so clearly and ably the general pattern 
of thought in this area that we give it to 
you herewith: 


‘IT am not going to do any “gallop- 
ing’, Mr. Gallup and Mr. Roper scien- 
tifically computed the answers with 
mathematical exactness. All that I can 
do is some erystal gazing. I shall at- 
tempt to mention some of our problems 
and some of their solutions. Every can- 
ner must realize the high cost of produc- 
ing canned foods. When buying our 
produce we compete with commodities 
Whose price is supported by the Govern- 


ment with a floor at 90 per cent of parity. 
This vil! prevail throughout 1949 and 
probahi, much longer. However, the ac- 
tion of the National Grange at their 
Portla Meeting last week in which 
they favored flexible price supports is 
encoura ving. 


We ‘ive high costs of all supplies, 


such a» -ans high and still higher—cases, 
_— ndiments and up-keep of all our 
acilit 


LAI must reckon with the 


high «.( of labor that exacts a high 
Wage ’ inefficient work. The seasonal 
canne) 


iust pick his workers from the 


ineftic; group that does not have a 
regula’ job at a time whcn there are 
Over 6h) 


nillion gainfully employed. It is 
probab|. that the incoming Congress will 
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raise the minimum rate to 65c¢ or 75c¢ per 
hour. In this morning’s paper is a state- 
ment of Mr. Murray of C.I.0. advocating 
a minimum wage of at least $1.00 per 
hour. 


PESTS AND DISEASES—The can- 
ner of today must combat pests and dis- 
eases, such as aphis, beetle, corn borer, 
army worm, the viruses, and the blights. 
They make us sympathize with old 
Pharoah of biblical times. These things 
not only increase our costs but give us 
many an uneasy moment—being fearful 
of the unpredictable and the unknown. 
How our hearts cry out for intelligent 
and competent advice and leadership. 


TAXES — The increase in taxes add 
much to our costs. Our President has 
promised an excess profits tax. In addi- 
tion to this, we still have the unjust 
double taxation to a corporation and its 
stockholders. We hope that the incom- 
ing Congress may look with favor on the 
small businessman. Probably this con- 
vention should express its views to Con- 
gress on the excess profits tax and the 
minimum wage scale. 


COST ACCOUNTING—This associa- 
tion has gone on record in favor of cost 
accounting. How can we know how to 
price our products if we do not know our 
costs? 


MARKETING — Another problem is 
the marketing of our product. The na- 
tionally advertised foods give every small 
canner concern. We must realize the 
competition from canners who are large 
enough to adequately advertise their 
products and we know how rapidly these 
competitors have grown during the past 
few years and even few months. 


PLANNING — In order to meet our 
problems we must have intelligent plan- 
ning. The first question that we should 
consider is where and how we are going 
to sell our products. We have one thing 
in our advantage, namely that we are 
near the centers of population at a time 
when transportation charges are high, 
and I believe, the high freight rates are 
here to stay. We also have in our favor 
the decision of the Supreme Court in ref- 
erence to uniform delivered prices. 


We should always be careful not to 
pack more than we think we can sell 
profitably. This is especially true at this 
time of high costs and high prices. 
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We should give consideration to how 
we are going to sell. The most of us 
will continue to use brokers who will 
place our goods with the chains and 
wholesalers. We should ask ourselves 
the question whether we work intelligent- 
ly and helpfully with our brokers and 
distributors. Do we give them the proper 
support with important information 
about packs and crops in general and 
especially in our own organizations? We 
should have a program and tell our brok- 
ers what it is. 

Do we give them encouragement? Re- 
member, “a pat on the back is only a few 
vertebrae from a kick in the pants, but 
what a whale of a difference in results”. 


CONTRACTS—What kind of a con- 
tract should we make with the buyers? 
Let’s make our contracts mean some- 
thing. To my mind, a contract with a 
price containing a conditional or S.A.P. 
clause is worse than no contract at all. 
Someone has said, it is truly the con- 
tract of a S.A.P., sap. 


QUALITY — What quality shall we 
pack? In these times I am sure we all 
know the answer—the best we can. I be- 
lieve that decision is also the best policy 
in times of declining markets. Let’s re- 
move the stigma that has been so long 
attached to some of the products of this 
section. 


In order to pack good quality and also 
pack efficiently, it is necessary to have 
adequate facilities to handle our crops at 
their peak. We should pay more atten- 
tion to the crops in the fields. We need 
good growers, the proper kind of seed, 
and good fieldmen. This calls for good 
grower relations. 


Some canners are increasing acreage 
on their own land in order to get the 
proper quality. Everyone must decide 
for himself about this matter. Farms, 
farming equipment, and labor on the 
farms, are expensive. A canner in grow- 
ing his own crops adds the hazards of 
production to the hazards of canning. 
Whatever method we use let’s improve 
our quality. 


FINANCES—Every canner should be 
adequately financed. It is not necessary 
to be a millionaire. There is a place for 
the small canner who will operate within 
his means. Let’s realize that we shall be 
obliged to carry a large part of our 
packs until the buyers are ready for 
them. An under-financed canner must 
sacrifice his pack, thereby not only losing 
his profits but jeopardizing the market 
for the whole industry. 


BETTER MACHINERY — Let’s ask 
for and demand better machines. The 
Federal and State governments are today 
requiring sanitation. The most of the 
machines made by the canning machinery 
manufacturers cannot be properly clean- 
ed. I wish every designer of canning 


(Continued on page 19) 
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MEETINGS 


lowa-Nebraska Meeting 


President Keith More presided at the 
Opening Session of the 47th Annual 
Meeting of the Iowa-Nebraska Canners 
Association held at the Savery Hotel, Des 
Moines, Iowa, November 21 and 22. 


Two speakers from National Canners 
Association addressed this session. Hap- 
per Payne, Director of the Labeling Divi- 
sion, showed his new film on “Better La- 
bels”; and John McGovern, NCA Vice- 
President, explained the “Long Term 
Farm Program”’. 


In his opening remarks, Mr. McGovern 
remarked that “canners are members of 
an agricultural industry” and called at- 
tention to the nature and extent of the 
latest planned governmental long term 
farm program, which, he said, “will have 
more than casual impact on the cannev’s 
business and may even determine what 
he is to do, how much he will do and 
with whom he will deal. This law is not 
essentially different from previous farm 
legislation” he said. 

Looking forward to the convening of 
the 81st Congress in January, Mr. Mc- 
Govern said “as citizens in a democracy 
you have a right and a duty to express 
yourselves to your elected representatives 
in government and to give them the 
benefit of your knowledge and experience 
so that they may have a better under- 
standing of how proposed legislation may 
effect the national interest generally, and 
certain segments of our economy in par- 
ticular”. 


“In these days of more and more gov- 
ernment in business you cannot afford 
the continuance of the ‘Let George do it’ 
attitude in the matter of protecting your- 
selves and the country against the forces 
that could subject our free and competi- 
tive economy to an overhauling” he de- 
clared. Continuing he said “the country 
may need some repairing and fixing up, 
but it is the duty of each of us to be 
vigilent and well enough informed so 
that the fixers and repair outfits do not 
end up with an entirely different econ- 
omy that has existed in this country 
since its inception.” 


The morning’s program also included 
addresses by John DeJong of the Iowa- 
Des Moines National Bank, who took as 
his subject “Canners Finances vs Bank- 
ing Problems”. Harold Hoyt of the Iowa 
State Employment Service discussed em- 
ployment problems and the State Secre- 
tary of Agriculture, Harry Linn, spoke 
on agricultural problems. 


AFTERNOON SESSION 


Principal feature of the General Ses- 
sion held on Monday afternoon was a 
round table discussion concerning the 
nutritive value of Iowa and Nebraska 
soils and seed types, participated in by 
Dr. C, S. Haber of Iowa State College, 


Lyle Seaton of Continental Can Com- 
pany, Fred Geise of American Can Com- 
pany, Howard Miller, seed consultant of 
Ames Iowa, and Oliver Stevenson of the 
Otoe Food Products Company. 


Corn borer control was another sub- 
ject that received much attention and 
was discussed by L. A. Koritz, Director 
of Agriculture of the Midwest Division 
of California Packing Corporation, and 
Dr. Harold Gunderson of Iowa State 
College. 


TUESDAY MORNING, NOVEMBER 23 


Plant sanitation and performance of 
the mechanical sweet corn harvesting 
equipment were principal subjects dis- 
cussed at the General Session on Tuesday 
morning. G. F. Twist of Food Machin- 
ery Corporation reported on the perform- 
ance of the FMC corn harvester while 
J. E. Sexton, Agricultural Service Man- 
ager of Allis Chalmers reported on re- 
sults for his firms equipment this past 
season. In all progress is quite satis- 
factory. 


MATERIALS HANDLING 
CONFERENCE 


The broadest coriference on the prob- 
lems of materials handling in the vari- 
ous industries of the country ever to be 
conducted will be held at Convention 
Hall, Philadelphia, January 10-14, in- 
clusive, under the sponsorship of the ma- 
terials handling and management divi- 
sions of the American Society of Mechan- 
ical Engineers, Curtis H. Barker, Jr., 
general chairman of the conference and 
president of the A.S.M.E. materials 
handling division has announced. 


The conference will be held concur- 
rently with the Materials Handling 
Show where 225 exhibitors will display 
the latest models of hand trucks, lift 
trucks, conveyors, hoists, monorails, 
portable elevators, stacking units, cranes, 
tractors, trailers, fork trucks, skids and 
pallets and their respective accessories. 
The show, sponsored jointly by the A.S. 
M.E. division and the Material Handling 
Institute, will occupy more than 100,000 
square feet of net exhibit space. 


Featuring the conference will be a 
story of the Army’s gigantic materials 
handling problem in connection with the 
Berlin air lift, an operation unparalleled 
in handling history. 


Admission to both the exhibits and the 
conference will be without charge but 
registration is required. Advance regis- 
tration cards may be obtained from 
Clapp and Poliak, Inc., exposition man- 
agement, 350 Fifth Ave., New York 1, 
New York, 
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PENNSYLVANIA CANNERS 
READY 


Reports from Secretary William A, 
(Bill) Free have everything in readiness 
for the 34th Annual Convention of the 
Pennsylvania Canners Association which 
will be held at the Penn-Harris Hotel, 
Harrisburg, November 30 and December 
1. Outstanding speakers in their respec. 
tive field of endeavor have been secured 
to address the Convention, which will be 
broken down into three phases, namely 
raw product, management and produc. 
tion, and sales and merchandising. 


TUESDAY, NOVEMBER 30 

The “Raw Products Session” will be 
held on Tuesday morning, November 30, 
beginning at 11 o’clock when J. W. King, 
Agricultural Manager of Birds Eye. 
Snider Division, General Foods Corpora- 
tion, and William Hager, Deputy Secre. 
tary of the State Department of Agricul- 
ture, will speek. 


At 2 o’clock Tuesday afternoon the 
“Management and Production Session” 
will be held with the following speakers 
scheduled: Howard Cumming, President 
of National Canners Association; Dr. 
E. J. Cameron, Director Washington Re- 
search Laboratories of National Canners 
Association; George C. Sauter, Canning 


Machinery & Supplies Association; and | 
Dr. Harold Link, Food Machinery Cor- 


poration. 


The Election of Officers and Directors | 


will terminate Tuesday’s meetings. 


The Annual Banquet and Entertain. | 


ment, tendered by members of the allied 
industries, and with the Get-Together 
Committee as hosts, will take place at 
7 o’clock. 


WEDNESDAY, DECEMBER 1 


On Wednesday morning at 10.30 
o’clock the “Merchandising and Sales 
Session” will be held. Those to address 
this session are Happer Payne, Director 
of Labeling of the National Canners As- 
sociation, who will show the movie “Bet- 
ter Labels”; Harold J. Jaeger, Director, 
Can Manufacturers Institute and E. J. 
Laucks, Director Sales Development Pro- 
gram for the Pennsylvania Canners A‘ 
sociation. A report of the Resolutions 
Committee, chairmaned by Luther EK. 
Bowman, will follow. 


AUSTRALIAN PER CAPITA FISH 
CONSUMPTION 


Preliminary figures of Australian 
capita fish consumption for the yeal 
ended June 30, 1947, indicate 5. pounds 
of fresh and 3.0 pounds of canned fish 
compared with an average per capita 
consumption in the last three pre-wa! 
years of 6.4 pounds of fresh and 4! 
pounds of canned fish, according to the 
October 1948 Canadian Trade News. 
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Prepare to Meet Thy Buyer 


Whether you like it or not your mar- 
ket is shrinking. 

The most conspicuous reason of this 
shrinkage is the advancing freight rates. 
As these shipping costs continue to go 
higher, you will be less able to send your 
products to distant markets and sell 
them profitably. 

Just as important as advancing freight 
rates in this constriction of your market, 
is the fact that improved varieties of 
corn, peas, beans are being grown in or 
near these distant markets that you 
formerly held firmly — without serious 
competition because there were no brands 
to compare with yours. 


DISTANT TERRITORIES NOT SURE 


Brokers and buyers off in these dis- 
tant territories may tell a profit story 
that sounds favorable to your product, 
and at times may even come through 
with orders when they are faced with bad 
crops or shortages in their areas. Then 
they will promise anything to get a sup- 
ply of your pack. Remember the war? 
Promises are easy to make and easier 
to break when the local crop comes in. 
You know! This business at a distance 
from your plant is good when you can 
get it, there’s no doubt about that... 
but it is not sure enough. 

In selling there is an old axiom—If 
you sell what people want—you can retire 
after a few years and take life easy. 
If you sell what people need—you will 
have to work hard the rest of your life 
to even survive. 

You packers of corn and other com- 
modities probably often take time to 
wonder if your product is wanted. 


ENUMERATE BUYERS WANTS 

Actually it’s like counting your bless- 
ings—II° you can enumerate your buyers 
wants—you will find that you can offer 
him many “wants”, 

For example—Don’t your brokers and 
buyers almost always want your product 
at prices well below the market? 

Don’t you always find a ready “want” 
for your better quality pack at the price 
paid for lower grades? 

When the market seems bare (wonder 
if it will ever be again) surely you find 
many “wants” expressed over your busy 
phone. 

_ If you have a specialty product that 
's profiiable to the broker—and offers 
him a steady income, or even if you only 
have an ordinary erratic line . . . in this 
period of shortage, don’t you find many, 
many “smbitious” brokers wanting to 
represent you? 

This ‘ype of wants—the need for 
something to sell in a bare market—is 
great wile it lasts. Unfortunately for 
the packer these periods of shortage, of 
acute want, for most canned items are 
too fleeting and infrequent. 


THE CANNING TRADE 


Timely Advice given By A Food Marketing 

Specialist To The Illinois Canners’ Conven- 

tion At The Stevens Hotel, Chicago, Illinois, 
On November 16th, 1948. 


By BOB WHITE 


Here today—we shall confine ourselves 
to the more realistic and pressing prob- 
lem of selling your pack when the 
“wants” for it are as little in evidence 
as the war-time promises you received 
of perpetual sales. 


CONCENTRATE ON LOCAL AREA 


This brings us to our original premise. 
—“Your Trading Area will tend to 
Shrink— Not Expand .. .” 


Illinois canners are in a fortunate posi- 
tion compared to others, as this market 
shrinkage begins to affect sales. You are 
near the center of population, with bet- 
ter than half the total national popula- 
tion within an area you can service by 
truck. 


With this in mind—it should be ob- 
vious that there is one sure way to es- 


BOB WHITE 


tablish DEPENDABLE WANTS for 
your pack. 

Begin close to your plant and start 
selling the buyers near home. Work out- 
wards from there and sell every buyer 
before moving further away from the 
plant. Granted—there are exceptions to 
this basic plan; distant areas in which 
local competition is not an important fac- 
tor, and where you enjoy freight advan- 
tages. Territories where you have plus 
brokerage representatives and trade sup- 
port—and where your brands and prod- 
ucts have some demand, and possibly are 
even commanding a premium price. 
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Of course another exception is with 
specialty products where orders are 
small, profits high, and specific tastes are 
catered to. When you make as much on 
a case as a carload—you can overlook 
high freight rates and local competition. 


These abnormal situations are in exis- 
tence—and when you can benefit by them 
—fine. But what we are mainly con- 
cerned with is selling your routine pack 
—an anything but glamorous and un- 
usual product—with no special problems. 
Even without the glamour, you can offer 
many reasons for “want” that will help 
you sell this pack at a profit, if anyone 
in the industry is making a dollar on 
their production. 


CREATE WANTS FOR PACK 


Utilize the wants you can create for 
your pack—you will find they are in a 
direct ratio as the nearness of the buyer 
to your plant. Then you won’t have to 
worry about the “big” operators who ad- 
vertise, have lots of manpower, and all 
the other factors which you have heard 
ean drive your operation right out of 
business. These “bigs” have their prob- 
lems — overhead, ineffective advertising, 
lazy salesmen, too big a line, crooked 
plant and field men—-yes, all your prob- 
lems times ten! Your answers are simple, 
sounder, and more efficient too, by com- 
parison. 


As I have commented before, the buy- 
ers who will want your product most, 
and want it soundly to the day of King- 
dom Come, are the buyers closest to 
home. As you get further from your 
plant, your chances of selling year in and 
year out become less. The wants for 
your product are more pronounced as you 
get closer to the plant .. . to the buyers 
near home. 

That is why we titled this discussion 
“Prepare to Meet Thy Buyer”. 


DISTRIBUTION CHANGING 


The distribution picture is changing 
faster than ever before. Old firms are 
slipping, other operators expanding — 
buyers are changing, and merchandising 
and promotion opportunities are keeping 
pace with these changes. There is more 
store-door delivery ... and these are all 
changes that you can use to advantage in 
creating sound buyer wants. But you 
must be able to present your offering in 
terms of what the buyer and his fellow 
workers need. 

Make their needs easy for them, and 
you will soon create “wants”. 

This, fellow packers, is simple — if 
“You Meet Thy Buyer”. 

You will never know completely what 
is happening in the field if you do not 
get out there and find out. Perhaps your 
broker does attempt to keep you posted 
on trade relations and problems. No 
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SALES PROMOTION 


doubt you could get along on this infor- 
mation, but why stop at that? 


CALL ON TRADE 


You are only busy seasonally. If you 
want — you can have modest time for 
trade calls during the off-season. Why 
not utilize this time ... it will pay large 
dividends in good will, and especially in 
knowledge of how brokers are handling 
your product in comparison to others in 
their lines, 

Let’s take it for granted that you have 
necessary sales control records which 
quickly inform you of past buying his- 
tory, reveal annual comparisons, show 
unearned adjustments and discounts, In- 
dicate war favors, and all the other facts 
concerning your relationship that your 
buyer and broker should know — but 
probably does not. 

With the help of this information you 
can sell more. If your broker has not 
made good on promises, and seems adept 
at talking but not producing—then you 
know from the actual records that it is 
time to get rid of him. The converse is 
equally true—if a broker is good, this too 
will be evident. Use your figures sensi- 
bly. Good brokers and buyers will make 
your sales project a success project, and 
you can’t get along without them very 
well. 

If you are going to make your effort 
pay off, you should have this informa- 
tion ready when meeting your buyers and 
brokers. You will then know the back- 
ground, and be ready to talk sensibly. 
This is the crux of the selling problem— 
getting to know your buyers as you 
never have before. 

Next—know your offering. . Know the 
quality of each lot, and be prepared to 
sell it for what it is. Don’t try to sell it 
on a wishful basis—as what you want 
your pack to be, 

Go after the value that the lot de- 
serves. Your honest representation of 
the facts can create a great many desired 
buyer wants to build up your sales in the 
limited market you can reach from your 
plant. 


USE SAMPLING 

Then—take along samples in this proc- 
ess of getting to know your buyer—so 
that you may “Meet Thy Buyer” without 
empty hands. Work out a plan for cut- 
ting at least your lead item for each buy- 
er, and set up a sales kit so that it will 
be easy for you to cut and show—and for 
the buyer to try and observe. 


Making a call on a prospective buyer 
without sampling is like taking pictures 
without any film in a camera. A can 
opener is one of your best salesmen. 

Finally — check directories for pros- 
pective buyers in the trading area you 
have decided to cover thoroughly and 
completely. Don’t trust your memory 
because buyers change frequently. 

Checking the listings of buyers in 
trade publications and directories opens 
the way for you to make more sales, 
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Convention Interest High 


Officials allocating hotel and train 
space are being swamped with reserva- 
tions for the National Convention and 
42nd Annual Exhibit of the Canning Ma- 
chinery and Supplies Association in At- 
lantic City’s mammoth convention hall 
January 14th through 19th. 

S. G. Gorsline, secretary-treasurer of 
CMSA, attributes the early rush to the 
success of the sales campaign being con- 
ducted in all sections of the country by 
members who have formed a “Flying 
Squadron” of speakers. Their slogan is, 
“Let’s Sell the Canner’s Convention.” 


Perhaps you are selling four buyers in an 
area where there are thirty or more buy- 
ing agencies. Why aren’t you selling the 
other twenty-six? 

When you are discussing your pros- 
pects with each broker—chances are that 
you will be shocked to find how little rep- 
resentation your line has had. 

Use your sample as a vehicle for a good 
interview with the buyers, and find out 
what services you can offer to induce 
them to take on your line—and do a good 
job. Staying close to your plant you can 
offer store-door delivery with your own 
trucks. Although freight rates restrict 
the area of your market, they magnify 
the intensity with which you can cover 
the market accessible to your trucks. 
Store-door service is the latest trend in 
the changing distribution scene and seems 
to be one of the best entries to the buy- 
er’s favor. 


SPECIAL SALES 

Determine the possibilities of using 
special sale techniques to promote and 
feature your products over others. In 
off-seasons, use some of your personnel 
as display men. Offer store-door service, 
plus having your men arrange an effec- 
tive display of your merchandise for the 
store keeper. Do a good job with these 
displays, and you will have everyone 
wanting the service. 

Take some of the freight rate savings 
that accrue to the buyer through using 
your own trucks in a limited market, and 
set up a good effective local advertising 
and promotions program. There is an 
old saying that all business is local—now 
is the time to take that saying and put 
some real teeth into it by proving you 
can sell your pack at a good profit in a 
local market. 

Just because freight rates prevent 
saturating a far-away market doesn’t 
mean that you will have to take a lick- 
ing. A program of service for the local 
buyers will bring your sales up and up. 

If you Meet Thy Buyers and know 
their wants, you will sell—despite a more 
limited market. 


THE CANNING TRADE 


“These speakers,” Mr. Gorsline re. 
veals, “now are disclosing to regional 
and State canning groups the elaborate 
plans that have been made for them at 
the gigantic 1949 exposition. The results 
attained thus far have been fabulous, Al. 
ready they have created unprecedented 
advance interest.” 

“Purpose of the Flying Squadron is to 
personalize the invitations extended to 
customers, and to give the speakers an 
opportunity to answer questions about 
the machinery exhibit, the program, and 
other points of interest at the exposition, 
Speakers have already appeared before 
the State conventions of Texas, Florida, 
Wisconsin, Illinois, Indiana and_ Tri- 
States. The schedule calls for more 
“Flying Squadron” sales talks in many 
other areas before convention time. 

“Each speaker is distributing registra- 
tion cards to his respective audiences to 
be filled-out immediately for mailing to 
the association’s headquarters in Battle 
Creek, Michigan.” 


ADMITTANCE BY BADGE 
Explaining the reason for the advance 
registration this year, Mr. Gorsline 


pointed out that, “for the first time in | 


years admittance to all convention and 
exhibit activities will be by badge. 
When the registration cards reach asso- 
ciation headquarters they are checked 
for duplication, then a badge is prepared, 
and a posteard of acknowledgement is 
sent to the applicant. The badges with 


a date calendar and program will be | 


awaiting the arrival in Atlantic City of 
each person attending. The whole plan 
is designed to speed the registration 
operation, and assure each registrait 
full participation in the exhibit, and a 
possible share in the attendance prizes.” 

The exhibit will feature some ten acres 
of canning machinery and supplies, the 
biggest show ever held in the _ history 
of the industry. There will be more ex- 
hibitors than ever before, showing new 
methods of handling tin and glass con- 
tainers, new harvesting methods, new 
packages, new labels, and methods of la- 
beling, new machines, new ideas and 
processes, 


ATTENDANCE AWARDS 

Among the highlights of each day's 
program will be the eight attendance 
awards to be given by the association 
These prizes, amounting in value to sev- 
eral hundred dollars, will be delivered t0 
the winners’ homes. 

A preview of the big exhibit has bee! 
planned for the evening of January l4 
Between 7 p.m. and 10 p.m. those wh 
will be too busy the first few days of the 
canner’s convention, will be able to s* 
what is new in machinery and supplies 


(Continued on page 18) 
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DEERFIELD CHANGES NAME 


Stockholders’ approval has been given 
for the change of the name of Deerfield 
Packing Corp., quick-frozen foods pro- 
ducers at Bridgeton, N. J., to Seabrook 
Farms Company. Proposed and passed 
by the firm’s directors recently, the 
change has been instituted to give closer 
identification of the company’s name with 
the brand of its product. The Seabrook 
Farms label of frozen foods is being dis- 
tributed presently throughout the north- 
eastern United States. 

Deerfield Packing Corp. was organized 
in 1933 by C. F. Seabrook to process 
quick-frozen foods. The company’s ex- 
pansion over the fifteen year period has 
gained it the position of the world’s larg- 
est farming-freezing operation. 

The Seabrook Farms label has been 
established in the distribution area 
bounded by the triangle of Boston, Pitts- 
burgh, and Norfolk. An intensive ad- 
vertising campaign has been undertaken 
by the company to promote the Seabrook 
brand. 

Subsidiaries of the Seabrook Farms 
Company are the Seabrook Farming 
Corp., which grows the crops; Cumber- 
land Warehouse Corp., whose 50 million 
pound capacity freezer facilities are used 
to store a large part of Seabrook’s an- 
nual production; and Cumberland Auto 
& Truck Co., with a fleet of refrigerated 
trailers for zero transport to distributor 
warehouses. 


NEW BROKERAGE FIRM 
Oscar W. Long and John J. Healey 


have joined interests and formed the 
food brokerage firm of Long & Healey, 
Ine., with offices in the Miners National 


Bank Building, Wilkes Barre, Pennsyl- 
vania. Myr. Long, who is President of 
the firm, has been engaged in the food 
brokerage business for the past ten years 


in Wilkes Barre and has covered the 
Northeastern Pennsylvania territory. 
Previous io that time he had been em- 


ployed by Libby, MeNeill & Libby for 20 


years. \ir. Healey, who is Secretary of 
the company, comes from the food brok- 
erage firm of Frank D. Fields, Inc., of 
Scranton, and previously had been em- 
ployed by Proctor & Gamble Company 
and Pill.ivy Mills, Ine., covering both 
Wholesal: and retail trade in Northeast- 
ern Pen) .\lvania. 


HARLINGEN SALES 


J. A. ‘-'m) Burch, with some 20 years 
xperienc. in all phases of the citrus 
fruit ai! vegetable industry in the 
Lower i. Grande Valley of Texas, has 
been ap)inted Sales Manager of the 
Harlinge» ('Tex.) Canning Company, ef- 


fective November 15. 
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NEWS AND PERSONALS 


HINMAN IN NEW POST 


C. N. Hinman, organizer of the Farm 
Bureau Fruit Products Company, Lan- 
sing, Michigan, operating four coopera- 
tive canneries at Colma, Hart, Casnovia 
and Bay City, has resigned after serving 
the firm as General Manager since its 
inception in 1936, to become President of 
the Fruit Processors, Ine. of St. Joseph, 


C. N. HiNMAN 


Michigan. Fruit Processors, with a mod- 
ern cold packing plant at St. Joseph, is 
expanding its operations to include a full 
line of canned as well as frozen fruits 
and vegetables produced in the area. Mr. 
Hinman’s resignation becomes effective 
January 1. 


SUGAR QUOTAS FILLED 


PUERTO RICO—The Department of 
Agriculture announced that the 1948 
sugar quota for Puerto Rico amounting 
to 1,008,261 short tons of sugar, raw 
value, has been brought into, or certified 
for entry into the continental U. S. 


CUBAN QUOTA—The Department of 
Agriculture announced that 375,000 short 
tons, the portion of the Cuban 1948 sugar 
quota which may be imported as direct- 
consumption sugar, has been entered or 
certified for entry into the continental 
U. S. 


WAREHOUSE FIRE 


Defective wiring is believed to be the 
cause of a fire that did an estimated 
$30,000 damage to the warehouse of the 
Lincoln Canning Company, Merrill, Wis- 
consin, on October 28. 
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CHERRY STOCKS 


November 1 stocks of canned red pit- 
ted cherries in canners’ hands amounted 
to 1,070,320 actual cases, which breaks 
down into 775,862 cases 2’s; 3,209 cases 
303’s; 279,482 cases 10’s; and 11,767 
eases of miscellaneous sizes. 

Shipments for the season July 1 to 
November 1 totaled 2,481,890 cases, con- 
sisting of 1,621,090 cases 2’s; 11,099 
cases 303’s; 837,077 cases 10’s; and 12,- 
624 cases of miscellaneous sizes. 

The figures compiled by National Can- 
ners Association’s Division of Statistics 
and issued November 15 are based on re- 
ports from canners who packed about 92 
per cent of the 1948 pack, together with 
estimates for those not reporting. 


CITRUS EXPORTS ENCOURAGED 


The Department of Agriculture an- 
nounced a program designed to encour- 
age exports from the U. S. of fresh and 
processed citrus fruits (except limes) to 
European countries eligible to receive aid 
under the Foreign Assistance Act of 
1948. The program provides for pay- 
ments of one-fourth of the gross sales 
price (computed before deduction of such 
payment) basis f.a.s. U. S. port. Such 
gross sales price shall not exceed the do- 
mestic market price of the product at the 
time of sale and place of delivery as de- 
termined by the Administrator, Produc- 
tion and Marketing Administration. 


MONETARY PROBLEMS HAMPER 
U. S. FISH SALES ABROAD 


Exports of U. S. fishery products to 
European markets have declined dras- 
tically and can be expected to remain at 
low ebb until means are found to im- 
prove the foreign exchange situation. 
Furthermore, some European countries 
are rapidly expanding their own fishing 
activities, and are even looking to the 
U.S. as a market for their products. These 
are among the findings of a survey made 
by the OFAR under the Department of 
Agriculture’s Research and Marketing 
Act program. 


FRANK E. THOMAS 


Frank E. Thomas, 41 year old San- 
dusky, Ohio representative of the Coloni- 
al Salt Company, was stricken with a 
heart attack while on a deer hunting trip 
in Michigan on Wednesday, November 
17. Mr. Thomas had a great many 
friends among the canners of Ohio, par- 
ticularly among the kraut packers. It had 
been his annual custom to conduct a 
drawing of kraut packers’ names at the 
luncheon held at the annual association 
meeting at Sandusky, and award a trav- 
eling bag to the winner. He was buried 
from a Sandusky funeral home on Satur- 
day, November 20. 
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NEWS — PERSONALS 


NATIONAL PICKLE WEEK 


A first annual National Pickle Week 
sales promotion has been scheduled for 
May 20-28, 1949, according to Harry 
Conley, president of the National Pickle 
Packers Association. 


Full scale national consumer publicity 
will back retail merchandising of pickles 
during this event. A point-of-sale dis- 
play kit containing colorful streamers 
and price posters for use on pickle dis- 
plays will be available to retailers for 
use during the campaign. The kit will 
also contain advertising mats and an in- 
formational flyer describing the promo- 
tion aiding retailers’ tie-in merchandis- 
ing. 

Radio, newspapers, and general maga- 
zine publicity will feature new pickle 
recipes and suggest interesting and 
teypting ways of serving pickles. Other 
publicity will point up the fact that 
Amerigo Vespucci, for whom America 
was named, will be honored during the 
campaign. Vespucci was a pickle deal- 
er in Seville. 

The fact that America is the biggest 
pickle eating nation in the world also 
will be featured. Currently Americans 
are consuming more pickles than ever 
before in history. During the year end- 
ing September 30, 10,200,000 bushels of 
pickles were consumed or 600,000 bushels 
more than during 1947, the previous rec- 
ord year. 


ADVERTISING CAMPAIGN 


The Tea Garden Products Company, 
San Francisco, California, has launched 
an ambitions advertising campaign on its 
products, which include preserves, jellies, 
syrups, and the like. Use is being made 
of billboard space, newspapers and maga- 
zines. It will continue for six months. 


DINNER DANCE PLANS 


With National Convention time just 
around the corner, plans are progressing 
nicely for the big events of the Conven- 
tion and the Canning Machinery and 
Supplies Association’s Dinner - Dance, 
which this year will be held on Saturday 
night, January 15, at the Claridge Hotel, 
Atlantic City. Sammy Fiedler’s Orches- 
tra has been engaged for the affair, and 
in addition a very fine floor show will 
be given. 

Sam Gorsline reports that reservations 
for the Dinner-Dance are being received 
every day at his office at Battle Creek, 
Michigan, and that it looks like a sell out 
by Christmas. He suggests that those 
who have not yet reserved their tickets, 
do so at once. 


CCC BUYS PEAS AND BEANS 


The U. S. Department of Agriculture 
has announced that the Commodity 
Credit Corporation bought 108,000 hun- 
dred-pound bags of dry edible pea beans, 
22,400 hundred-pound bags of dry edible 
4A‘aska and First and Best peas, and 
5,000 hundred-pound bags of dry edible 
Colorado white peas during the week 
ended November 18, 1948. These com- 
modities are for export. 

U. S. No. 1 pea beans were purchased 
on the basis of $7.81 to $8.00 per hun- 
dredweight f.o.b. Michigan and New 
York shipping points. The Alaska and 
First and Best peas were purchased 
f.o.b. country shipping points in hundred- 
pound bags at from $5.75 to $6.00 and 
the Colorado whites at from $5.30 to 
$5.55, basis U. S. No. 1 and U. S. No. 2 
grades, 

Since October 15, 1948, the CCC has 
purchased 344,100 hundredweight of 
beans and 62,520 hundredweight of peas. 


“PLEASURE CHESTS” FOR CHRISTMAS GIVING 


P. J. Ritter Company, Bridgeton, New Jersey food packers, are currently promoting 


an expanded line of “Food Pleasure Chests” for Christmas giving. 


Last year for the first time, Ritter offered the “Pleasure Chest”—an assortment of 
Ritter foods put up in a handsome chest that is in itself a gift of permanent value. 
Reception of the idea was so favorable that this year four different assortments are 
being offered, giving a wide choice of contents and price, ranging from the De luxe 
Assortment at $5.25 f.o.b. Bridgeton, to the Economy Special, packed in corrugated 
shipping tray without the leatherette chest, $1.85 f.o.b. Bridgeton. Quantity discounts 
are being offered on orders of 25 or more. Accompanying photograph is “Pantry 
Prize” assortment, $4.75 f.0.b. Bridgeton. 
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LATE CROP NEWS 


LIMA BEANS—The preliminary esti- 
mate of the 1948 production of green 
lima beans for canning, freezing and 
other processing is 67,620 tons, according 
to the U. S. Bureau of Agricultural Eeo. 
nomics. This exceeds the 1947 produc. 
tion of 55,700 tons by about 21 percent 
and is more than twice the 1937-46 aver- 
age of 31,930 tons. 


The 1948 planted acreage is esti- 
mated at 86,800 acres. This compares 
with 87,730 acres planted in 1947 and the 
10-year average plantings of 61,480 
acres. The 1948 harvested acreage js 
placed at 83,000 acres, which compares 
with 80,740 acres harvested in 1947 and 
56,540 acres for the 10-year average, 
Loss of acreage planted this year was 
only about 5 percent. 


The 1948 estimated yield of 1,629 
pounds compares with 1,380 pounds ob- 
tained in 1947 and 1,126 pounds for the 
1937-46 average. Better than average 
yields were obtained in all important 
States. 


CUCUMBERS FOR PICKLES — The 
1948 production of cucumbers for pickles 
was 5 percent less than the 1947 crop 
but about a third more than average, ac- 
cording to the B.A.E. The yield per 
acre, estimated at 79 bushels is only one 
bushel less than the record high 1947 
yield but is 7 percent above average. 


The preliminary estimate of acreage 

harvested this year is 122,930 acres, 3 
percent less than the 1947 harvested 
acreage but 26 percent above average. 
The revised estimate of acreage planted 
is 135,080 acres—5 percent less than the 
1947 plantings but about a quarter above 
average. Loss of 1948 planted acreage 
amounts to about 9 percent which is 
about in line with the average abandon. 
ment. 
These estimates of cucumbers for pickles 
include pickles sterilized in glass or tin 
containers but do not include green cu- 
cumbers processed as “over night” and 
similar type pickles. 


PIMIENTOS —A harvest of 15,500 
tons of pimientos for processing in Geor- 
gia is estimated for 1948 by B.A.E. This 
1948 production compares with 15,68) 
tons estimated for last year and the 10- 
year average production of 14,300 tons. 

The 1948 yield of 1.08 tons per acre il! 
Georgia compares with .98 tons obtained 
in 1947 and 1.10 tons for the 1937-4 
average. Up until the end of October, 
southern counties in the States had 
escaped severe frosts and harvesting Wa 
still in progress. 


JOLLEY APPOINTMENT 


James R. Jolley has been appointe! 
Manager of the St. Louis office of Seav'! 
& Flarsheim Brokerage Company. 
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WEEKLY REVIEW 


December Perennially Dull — Nothing But 
Routine Business Expected—Stocks Firmly 
Held With But Few Forced Sales—Good 
Business Expected After Turn Of The Year. 


PRE-INVENTORY—Little can 
be said about the canned foods 
market this week and from all ap- 
pearances there’ll be little to talk 
about until after the turn of the 
year. Distributors annually whittle 
down their stocks of canned foods 
during the month of December to 
facilitate the year end inventory. 
As a consequence this month is 
perennially dull as far as canned 
foods sales and movement are con- 
cerned. True it is, distributors 
have never really built up an in- 
ventory on 1948 packs and it may 
be that December business will be 
some what more active than nor- 
mal. It cannot be expected, how- 
ever, to amount to more than rou- 
tine replacement orders. By the 
same token, it is anticipated that 
business in the new year should be 
considerably more brisk than last 
January. Meanwhile stocks in first 
hands are held with continued 
firmness despite the fact that here 
and there an underfinanced con- 
cern unloads a lot to obtain oper- 
ating expenses. Canners and dis- 
tributors alike are aware that the 
statistical position of most items is 
favorable and that the turn of the 
year will no doubt bring a price 
advance. The latter, however, just 
aren’t in position financially to 
take advantage of today’s favor- 
able prices. 


Out on the West Coast where un- 
sold stocks are at a low level, can- 
ners are complaining about the 
lack of shipment orders. The com- 
bination of the maritime strike and 
high freight rates is largely re- 
sponsible for this aggravated situa- 
tion. Furthermore, canned fruit 
exports are at a standstill. The 
dockers and truckers strike in New 
York City and the Thanksgiving 
holiday, too, left little room for ac- 
tivity in this Metropolitan canned 
foods market. Business in the 
Midwest continued on a fill in basis 
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MARKET NEWS 


just as in other sections of the 
country. 


NEW YORK MARKET 


Steady—Hand To Mouth Buying Continues 
—10’s Tomatoes In Demand—Peas In Good 
Position Statistically — Some Strength In 
Beans—Corn Slow—California Fruits Well 
Held—Apples Firmer—Some Weakness 
In Fish. 


By “New York Stater” 


New York, Nov., 26, 1948 


THE SITUATION—Plagued by strikes 
of dockworkers and truckmen, and with 
yesterday’s holiday likewise a factor, the 
canned foods trade here went through a 
rather quiet period this week. Notwith- 
standing the continued hand-to-mouth 
buying policy of most distributors, how- 
ever, markets are showing a_ fairly 
steady tone, although some weak spots 
are still apparent in a few lines. Trad- 
ers do not look for any appreciable im- 
provement in the trading pace until the 
end of the year and many are of the be- 
lief that there will be no real snap to the 
trading tempo until the distributing 
trades get together with the canners in 
Atlantic City in January. 


THE OUTLOOK — High costs and 
strained credits combine to hold down 
trade inventories of canned foods, and 
are likewise a restraining influence in 
replacement buying. Hence, even though 
some canned foods appear most attrac- 
tively priced at current levels, buyers 
continue to hold off insofar as volume 
operations are concerned and will prob- 
ably continue to do.so in most cases for 
the balance of the year. 


TOMATOES—Aside from a continued 
inquiry for standard 10s, there has been 
little interest shown in tomatoes here 
during the week, and the market is un- 
changed both in the South and in the 
Midwest. Buyers are looking over the 
California situation more closely in view 
of the Garrison finish which canners in 
that state staged this season. At the 
moment, of course, the substantially 
higher freight rates are a factor in the 
California tomato .situation, insofar as 
East Coast buyers are concerned. 


SPINACH—FEastern canners are hav- 
ing their troubles with the fall pack as 
a result of scarcity and high prices for 
raw stock, and the market is yet in a 
nominal position, although prices will be 
definitely over those which the trade had 
expected when the market finally levels 
off. Under such circumstances, of course, 
little buying interest is being shown. 


PEAS—Jobbers are looking over the 
canned pea situation rather carefully, 


THE CANNING TRADE 


and there is a general feeling that the 
market position, from the statistical 
standpoint, is not as bad as some had 
thought. In consequence, it would not be 
surprising if some deals were “on the 
fire” by the latter part of next month, 
covering peas for shipment and billing 
after the turn of the year. 

BEANS—Continued strength features 
the market for new pack beans, and a 
little day-to-day replacement buying,— 
generally in truckloads,—is going on 
right along. Prices hold steady. 

CORN—The market remains in the 
doldrums, insofar as new buying is con- 
cerned, although this has not affected 
canners’ price views. Fancy cream style 
generally ranges $1.60-$1.65, f.o.b. can- 
neries, with the usual differentials for 
whole kernel. 


CALIFORNIA FRUITS—Aside from 
a continued move toward a clean-up posi- 
tion in canners’ unsold holdings of 2's 
clings, both sliced and halves, the market 
has shown little interest during the 
week. Canners appear to have fairly 
liberal holdings of fruit mix on hand, 
and some attractively-priced offerings 
are reported. Pears, cherries, fruit cock- 
tail, and fruits-for-salad are well held, 
but a little softness is still apparent in 
the cast of ’cots. 

APPLES FIRMER — Canners are 
showing stronger price views on both 
apples and apple sauce, with prices for 
the latter about 10 cents per dozen over 
recent levels. High prices for raw stock, 
and curtailed offerings, are the basis for 
the advance. 


CITRUS — Citrus juices are going 
through the usual early-season price 
jockeying, and buyers are covering only 
for immediate needs until the price out- 
looks are more clarified. Fancy grape- 
fruit sections, however, are coming in for 
more attention, with most sellers firm at 
$1.35 for 2s, f.o.b. cannery, for ful! fancy 
quality. 

SALMON — Continued weakness in 
chums is having the effect of slowing 
down demand for all grades, ani little 
activity in salmon was in evidence dur- 
ing the week. Sellers of chums at $19 
for 1 talls are by no means rare. On 
fancy red talls, canners continue to 
quote $27 to $28, Seattle basis, an: pinks 
are still commanding $23 to $24. 


OTHER SEAFOODS — The sardine 
situation has failed to show any i:prove- 
ment, and canners are still rece; tive to 
“bids” both in Maine and on the Pacific 
Coast. Tuna canners are still vicing for 
a favorable competitive position, an 
prices are taking a beating, with the 
basis largely nominal on all ex ept top 
grades, which are showing more steadi- 
ness. Some holiday inquiry is reported 
for shrimp, oysters, and crabmeat and 
markets are generally stead, under 
rather limited offerings. 
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MARKET NEWS 


CHICAGO MARKET 


Routine But Confidence Holds—Strength In 
Apples--Salmon Quiet—Waiting On Citrus 
-—Ozark Spinach Selling Well. 


By “Midwest” 


Chicago, Ill., Nov. 26, 1948 

THE SITUATION — Trading is still 
strictly routine in Chicago again this 
week, and, of course, this being Thanks- 
giving week, most buyers are a good deal 
more interested in shipping than in talk- 
ing about buying right at the moment. 
There are, however, the usual replace- 
ment orders running through, and re- 
ports from the retail sales’ level indicate 
a very nice business going along. Most 
markets, price wise, are holding quite 
firm and there have been some scattered 
advances recently on some items so that 
confidence in the price structure is really 
pretty good, although not many of the 
trade are expressing confidence very 
loudly. 


APPLE SAUCE —Apple sauce con- 
tinues to display definite strength with 
additional price increases having been re- 
ceived here during the past week or so. 
One good sized packer in the Shenandoah 
Valley jumped his price on fancy sauce 
from $1.20 to $1.80 f.o.b. factory, and 
other prices throughout the Shenandoah 
Valley and New York State are up with 
the level being all the way up to $1.45, 
depending on the particular locality and 
the particular packer. The production 
of apple sauce this year is going to be 
definitely a good deal less than has been 


bought. Most packers apparently this 
year laid their plans on the basis of a 
large production and are now finding 
that production is not going to come any- 
where near their expectations, and rin 
consequence the market is extremély 
strong and additional advances are ex- 
pected Inter, In the meantime substan 


tial shipments of sauce, which was 
bought eirlier, at lower prices are arriv- 
ing here in town, and the retail move- 
ment is veported to be good. 


SAL*!\ON—The salmon situation re- 


mains (uct, with the amount of purchas- 
Ing insignificant at this time, 
which, course, is expected as most 
houses yn their attention to holiday 
goods » \\is time of the year, and sales 
of stay. items are inclined to drop off 
somew! Tall reds are still quoted at 
$27.00 $28.00, tall pinks at $24.00, 
With oc. \onally lots available at $23.00 
com cation with chums talls, on 
which price ranges from $19.00 to 
$21.00, ough on combination deals the 
Price ©. the chums is usually $21.00. 
Half rund Puget Sound sockeyes are 
‘n a number of directions hee 
at $20.5: although so far as is known 
most of cis salmon currently here in the 
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market was bought at higher levels than 
this, ranging up as high as _ $22.00. 
Halves chums are being offered at prices 
ranging from $11.00 to $11.50, and 
halves pink at around $14.50 to $15.00, 
with ocean caught cohoes at $15.00 to 
$15.50, all f.o.b. the coast. 


CRANBERRY SAUCE—A good vol- 
ume of cranberry sauce is still rolling 
into the market here, with the price 
structure pretty much unchanged, with 


the exception of No. 10s. A sharp de- 
crease in the No. 10 price from one of 
the large advertised brands was received 
here this week, with the price dropping 
from $10.00 down to about $8.00, in spite 
of the fact that this same packer made 
no change in the price of the 16 oz. which 
he has been holding at $1.70. Indepen- 
dent canners are still offering good qual- 
ity cranberry sauce at around $1.40 for 
strained and around $1.50 for whole 
sauce. 


ROBINS 
GOOSENECK 
CONVEYER 
Any size bucket, 
any type pulley, 
any length, 
sturdily built. 


ROBINS PADDLE OR 
BRUSH FINISHER 
All size screens. 
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EQUIPMENT 


HOT WATER 


SCALDER 


Neqetables, Seafeoda 


ROBINS 
SPINACH 
BLANCHER 
AND FEEDER 


ROBINS 
ALL STEEL 
RETORT 
All welded 
construction. 


HAYNIE 
TOMATO 
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MARKET NEWS 


CITRUS JUICES—The market remains 
rather quiet, with practically every fac- 
tor quoting $1.70 on new pack sweet 
blended 46 oz. juice, and some merchan- 
dise being sold in here, although the vol- 
ume is small. Most buyers who are in 
a position to do so want to wait for about 
another 30 days before stepping into the 
new pack citrus picture, in view of the 
better quality to be expected at that time. 


OZARK PRODUCTS—New pack spin- 
ach out of the Ozarks continues to sell 
well in the market here, with No. 2 hold- 
ing firm at $1.25, with No. 2% at $1.60, 
while the price on No. 10 is rather vari- 
able. No. 10s out of the Ozark area are 
quoted at around $6.00 factory, while 
they are available at around $5.25 to 
$5.50 out of Texas, and Fall pack Cali- 
fornia spinach is available at about $5.00 
f.o.b. California. The quality of spinach 
out of Fall pack from most sections has 
been quite good so far. Sales of canned 
blackeyes seem to move along at a normal 
pace at about $1.40 for fresh and $1.15 
to $1.20 for dried; mustard and turnip 
greens are unchanged at 85c for No. 2 
and around $3.75 for No. 10s. 


CALIFORNIA MARKET 


Canners Await Shipping Instructions—Small 

Lot Buying Continues—Transportation Prob- 

lem Acute—Dry Bean Yield High—Fruit 

Prices Firm—Carrots Moving—Shortage Of 

No. 10 Tomatoes—Fish Price Agreement 
Reached. 


By “Berkeley” 


Berkeley, Calif., Nov. 26, 1948 


THE SITUATION—Canners continue 
to comment on the difficulties being en- 
countered in getting buyers to accept 
goods purchased earlier in the season, 
suggesting that the present situation is 
almost without precedent. No _ unsold 
stocks in important lines are excessively 
heavy, but many are holding large stocks 
that have been contracted for but on 
which buyers decline to furnish shipping 
instructions for quantity lots. Reports 
from consuming centers indicate that a 
good distribution is being had and that 
jobbers do not have especially large 
stocks on hand. Some of the lots being 
ordered forward are no larger than 
might be expected from independent re- 
tailers in large cities. In the meantime, 
selling is going on steacily, with much of 
this to distributors who declined to an- 
ticipate their needs last summer, prefer- 
ring to take their chances and make pur- 
chases as goods were needed. Orders 
from these continue small, but they count 
up at the end of the month. 


TRANSPORTATION—The transpor- 
tation problem continues acute, with can- 
ners especially hard hit. Export busi- 
ness is completely at a standstill, as are 
inter-coastal shipments. Some of the 
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hesitancy on the part of buyers to order 
out goods already purchased is attributed 
to their desire to take advantage of water 
rates. California canners, through their 
organization, the Canners League of 
California, have petitioned the Trans- 
continental Freight Bureau for a reduc- 
tion in east-bound rates on Pacific Coast, 
and are being backed in their request by 
other Pacific Coast food interests whose 
business is being affected by what are 
regarded as unduly high, and in many 
cases, discriminatory freight rates. Irv- 
ing Lyons, traffic manager of the Cali- 
fornia Packing Corp., is chaiiman of the 
traffic committee of the Canners League, 
which is spearheading the application 
for a reduction in east-bound rail rates. 
Fresh fruit interests say that the stead- 
ily increasing freight rates have greatly 
retarded the sale of perishables in the 
Eastern markets. 


WEATHER—Fair weather continues 
throughout California and there are now 
no crops that would be damaged by rain. 
Beans have been threshed and an esti- 
mated 4,849,000 bags are under cover. 
An acreage estimated at 336,000 acres 
has been harvested and a yield of 14.4 
bags per acre is reported, or well above 
the average of recent years. Prices con- 
tinue to decline and canners and dealers 
are buying only as they require supplies. 
The result has been that stocks of dry 
beans in California warehouses amounted 
to 38,870,977 bags, as of November 1, 
while a year ago they were but 1,345,960 
bags. The market on Small White beans 
is $8.75 per 100 pounds, with Standard 
Limas quoted at $17.80 and Baby Limas 
at $8.50. 


FRUITS — Canned fruits are quite 
firmly held in this market, with no more 
advances to be added to those that came 
with the close of the canning season. 
Cling peaches are in especially good 
shape and buyers now have to shop 
around a bit in some instances to secure 
just what they want. Despite the high 
prices, pears have sold well, and cherries 
are largely out of first hands. There is 
not the same active interest in fruit cock- 
tail as was in evidence last year, but the 
boycott on this item, actually threatened 
by some buyers, failed to materialize. 
Good sales have been made, but with a 
record pack, buyers are allowing canners 
to carry stocks for them for awhile. The 
complete lack of export business has hit 
apricots, exporters comment, this fruit 
having farmerly gone to many parts of 
the world. Apricots, while not moving 
briskly, are held firmly by canners. Sales 
of choice No. 2\%s halves have been made 
of late at $2.65, with the same grade in 
No. 10s at $8.75. Sweet cherries are 
quoted at $4.70 for No. 2%s, but only a 
few canners have any to offer. Rather 
more interest has been shown of late in 
choice Lovell freestone peaches at $2.40 
for No. 2%s. Buyers weigh this price 
with a similar quotation on standard 
clings. 
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CARROTS — Fancy diced carrots of 
California pack are moving well at $1.25 
for No. 2s. For some time carrots have 
sold at very high prices in the fresh 
produce market and many consumers 
have turned to the canned item. A good- 
sized pack is being made this season, 


TOMATOES—Additional canners are 
reporting their inability to fill o:ders jn 
full on No. 10 tomatoes. The canning of 
this item is often postponed until the 
height of the pack, but this year there 
was no rush of offerings at any iime and 
the season came to an end sooner than 
expected. Considerable of the business 
on No. 10 solid pack has been at $8.50 
and more and on standards at $6.69, 
Fancy tomato juice has sold up to $4.50 
in No. 10s. 


SARDINES—The dispute over price; 
to be paid fishermen for rilchards, or 
California sardines, came to an end re. 
cently when $45 a ton was decided upon, 
but there has been little fishing since, 
on account of the period of the full 
moon. Up to November 18 landings at 
San Francisco for the season amounted 
to 471 tons, against 135 tons last sea. 
son to a corresponding date; Monterey 
reported 28,330 tons, against 12,030 a 
year earlier, and southern California 
40,872, against 74,929. The market for 
the canned product has been hard hit 
by the maritime strike, which has com- 
pletely cut off export trade, and the do- 
mestic demand lacks much of being live- 
ly. Sales of 1-lb. ovals in tomato sauce 
have been reported at $8.00 a case. Lat- 
est figures on the California pack indi- 
cate an output of 1,296,244 cases to No- 
vember 7, against 1,015,207 cases to a 
corresponding date last year. 


GULF STATES MARKET 


Increase In Shrimp Production—More Oys- 
ters Being Taken—Two Fined For Illegal 
Shrimping. 


By “Bayou” 


Mobile, Ala., Nov. 26, 1948 


SHRIMP—There was an over forly 
percent increase in shrimp pro uction 
last week over the previous week as 8,725 
barrels shrimp were produced last wee’ 
and 5,219 barrels the previous one. 1:* 
canneries too received 323 more barre 
shrimp last week than the previous week. 

Landings of shrimp last week were a 
follows: 

Louisiana 5,520 barrels, including 1,45 
barrels for canning; Mississippi 1,088 
barrels, including 288 for canning; Ale 
bama 360 barrels; Texas 1,452 barrels 
and Florida (Gulf area) 300 barrels. 


The size of the shrimp now are mostly 
medium, although there are more larg 
shrimp available than at the beginning of 
the season. 
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East Brooklyn P.O. BALTIMORE 26, MARYLAND 


THE EASTERN BOX COMPANY 


Phone: CU rtis 0270 


Manufacturers of 


Air view of our large, modern plant which for years has taken care of the needs 
of many of the outstanding canners throughout the Middle Altantic States’ Area. 


CORRUGATED AND SOLID FIBRE SHIPPING CONTAINERS 


smoothness they give products eye 


appeal that anticipates palat- 
ability and inherent goodness. 


Write for detailed information on 


requirements. The Langsenkamp 


Line is complete for modern prod- 


60, 


: BALTIMORE, 


\ ‘ uction units for tomato products, 


pumpkin, and other fruit and ve- 
getable products. 


F.H. 
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229-235 EAST SOUTH STREET, 


Indiana Sanitary Brush 
Finisher is used for finish- 
ing soups and spiced prod- 
ucts. 


REPRESENTATIVES 


West Coast: KING SALES & ENGINEERING CO., 206 First Street, San Francisco, Calif. 
* Oregon and Washington: FOOD INDUSTRIES ENG. & EQUIP. CO., 1412 N. W. 14th Ave., 
Portland, Oregon * Mountain States: THE HORSLEY COMPANY, Box 301, Ogden, Utah * 
Northeastern States: BOUTELL MANUFACTURING CO., Rochester, N. Y. * Tri-States: TOM 
McLAY, P. O. Box 14, Port Deposit, Maryland * Texas: BROGDEX COMPANY, P. O. Box 512, 
McAllen, Texas * Canada: CANNERS MACHINERY, LTD., Simcoe, Ontario, Canada *& 
Indie: GLADWYN & CO., Powvala Building, 251 Hornby Road, Fort, Bombay. 


INDIANA FINISHERS 


For Final Quality Assurance 


@ Correct finishing, essentail for high quality products, is easily and economically 
achieved with Indiana units. Indiana Finishers promote sanitary production with 
sanitary construction and operation, and provide for an exact degree of straining 


with the least requirement of time for changes and adjustments. _In texture and 


Indiana Paddle Type 
Finishers, available in 
standard and Colossal mo- 
dels, are the choice for 
finishing most products. 


COMPANY 


INDIANAPOLIS 4, INDIANA 


of : 
) 
ve 
Is 
in” 
ed 
ey 
a 
for 
hit 
di- 
| 
on | >. 
| FRUITSANPVEGETABLES. | | 
43 17 


MARKET NEWS 


The amount of frozen shrimp continues 
to increase and total holdings of frozen 
shrimp last week increased 204,460 
pounds and were approximately 1,263,890 
pounds more than four weeks ago. Total 
holdings were approximately 2,000,890 
pounds less than one year ago. 

The fifteen canneries in Louisiana, 
Mississippi and Alabama reported that 
5,909 standard cases of shrimp were can- 
ned during the week ending November 
13, 1948, which brought the pack for the 
season to 314,720 standard cases. 


OYSTERS—Production of oysters in- 
creased 3,114 barrels last week over the 
previous week as 9,904 barrels were pro- 
duced last week and 6,790 barrels the 
previous week. 

Landings of oysters last week were as 
follows: 

Louisiana 6,195 barrels; Mississippi 52 
barrels; Alabama 857 barrels and Flor- 
ida (Gulf area) 2,800 barrels. 

No oysters are being canned yet. 

The peak of the raw oyster business is 
from now until Christmas and more oys- 
ters are consumed Christmas week than 
any whole month in the year except No- 
vember. 


HARD CRAB—Louisiana is the only 
area in this section reporting hard crab 
production which indicates that the crab- 
bers in the other areas have knocked off 
crabbing and gone to tonging oysters. 

Louisiana reported 105,640 pounds 
hard crabs landed last week. 

Crab is a hot weather crustacean, 
therefore when cold weather appears, 
they disappear. 


SHRIMPERS ARRESTED FOR LAW 
VIOLATION—Monday of this week, two 
commercial shrimpers were fined $25 and 
costs each in inferior criminal court for 
violating the state shrimping laws. 

Both men entered pleas of guilty. 

William H. Dean, 850 Kentucky St., 
charged with trawling in the Brokley Air 
Force Base channel, north of the Arling- 
ton Dock-Daphne line. 

Commercial shrimping north of this 
line is prohibited. Dean admitted using 
a 32-foot trawl. 

J. A. Krouse, 1158 Easton St., paid 
$42, fine and costs for having a half bar- 
rel of undersized shrimp on his boat. 

Officers of the sea food division of the 
State Conservation Department said two 
pounds of the shrimp were weighed. 43 
shrimp were found in the first pound and 
48 in the second. The legal count is 40 
to the pound. 


FRENCH FOOD EXHIBIT 


An exhibit of French food delicacies, 
some in tin, was made recently at the 
Palace Hotel, San Francisco, California. 
This was part of the French Trade and 
Travel Exhibit and some of the displays 
of foods products were made by firms 
which have been specializing in these for 
more than 100 years. 
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FISHERY NOTES 


IN. FISHERIES POST 


Clifford F. Evers, former teéhinical @- 
rector of the National Association of 
Frozen Food Packers, and for many 
years in charge of research for General 
Foods Corporation, has been appointed 
head of the U. S. Fisheries Technological 
Laboratory at College Park, Maryland 
replacing the late Dr. L. A. Sandholzer. 


NAUTICAL ALMANAC FOR 1949 


The American Nautical Almanac, 1949, 
was recently issued by the United States 
Naval Observatory, Washington, D. C. 
This book provides the navigator with a 
compact publication containing all of the 
ephemeris (astronomical) material es- 
sential to the solution of problems of 
navigational position. The material is 
similar to that contained in The Ameri- 
can Nautical Almanac, 1948. It contains 
an explanation of the arrangement and 
use of the volume. 

This book is for sale by the Superin- 
tendent of Documents, U. S. Government 
Frinting Office, Washington 25, D. C. at 
$1.50 per copy. 


““SARDINE”’ A MISNOMER IN 
BRITISH MARKETS 


In surveying fish markets in the Unit- 
ed Kingdom for the Office of Foreign 
Agricultural Relations, under its Re- 
search and Marketing Program, a Fish- 
ery Marketing Specialist of the Fish and 
Wildlife Service, found that sales of cer- 
tain items canned in the United States 
are handicapped by confusion over the 
use of the term “sardine”. 


The British market is accustomed to 
the Portuguese “sardine” and the Nor- 
wegian brisling (sprat) and zild (her- 
ring). Pilchards also are well known. 
Sales resistance has developed to “sar- 
dines” packed in the United States be- 
cause the average European consumer 
expects a product similar to Portuguese 
sardines, 

Other items also are affected by a lack 
of consumer acceptance. After the war, 
British consumers were confronted with 
many products unfamiliar to them. A 
year ago the Government removed cer- 
tain import restrictions to coincide with 
the payment of war bonuses, and private 
importers were allowed to buy almost 
anything they could get to fill demands 
created by the additional purchasing 
power. During this period, untried can- 
ned products were imported, among them 
silver hake, whiting, rockfish, Holland 
mussels, and oysters. These have not 
sold well and considerable stocks are still 
available on the grocer’ shelves, some of 
them point free. Prices on these items 
are not controlled and as a result the 
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selling price at retail is relatively high, 
The average British consumer is ae. 
customed to a canned fish that is some. 
what oily. Hence, lean-meated, white 
fishes such as hake, pollock, and _ rock. 
fish do not move well in this market. 


CONVENTION INTEREST HIGH 
(Continued from page 10) 


The preview will also benefit and be a 
convenience to the Wholesale Grocers 
whose convention closes that day. 


ENTERTAINMENT 


Extensive entertainment plans _ have 
been made for each day of the conven- 
tion. Saturday night (January 15) a 
dinner dance will be held at the Claridge 
Hotel. Also at the same hotel the next 
evening will be the annual Old Guard 
Society dinner at which some 800 veter- 
ans of the industry are expected to meet, 
On Monday evening (January 17) memn- 
bers of the Young Guard will gather in 
the Traymore Hotel for their annual din. 
ner. 

Tuesday night will feature the out- 
standing vocal and instrumental musical 
entertainment furnished by the famous 
Fred Waring and His Pennsylvanians 
from the stage of Convention Hall. Tick- 
ets will be distributed at the booths by 
the machinery and supplies exhibitors. 


NFBA ADDS MEMBERS 


Watson Rogers, president of the Na- 
tional Food Brokers’ Association, an- 
nounces that the following have been 
admitted to membership: — William J. 
Matthews, Jr., Detroit, recommended by 
Warnock & McMahon; H. T. Spence & 
Co., Albany, Ga., recommended by Mar- 
tin & Zeagler, Inc.; Kerr-Bundy Brok- 
erage Co., Oklahoma City, recommended 
by Love & Law; Jones, Davis & Swan- 
son, Los Angeles, recommended by The 
J. O. Crawford Co. 


REPORTS RECORD SALES 


Jewel Tea Co., Chicago food chain, re- 
ports that its retail sales of $12,680,524 
for the four weeks ended November 6 
set an all-time high for any comparable 
period in the company’s history. Sales 
for the period represented a gain of 
$1,711,789, or 15.6% over like weeks 4 
year ago. 

Sales for the first 44 weeks of 1948 
were $127,417,090, up $21,796,387 or 
20.6% over the corresponding weeks of 
1947, according to J. M. Friedlander, 
financial vice president of the company. 


IN NEW QUARTERS 


Harry G. Schierholz & Co., prominel 
Chicago food brokers, have moved to new 
quarters at 340 West Harrison St., Chi 
cago, 7. 
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TRI-STATE MEETING 
(Continued from Page 7) 


machinery was obliged to serve on a 
clean-up crew for one season. He would 
then understand our sanitation and spoil- 
age problems. I wish he would inter- 
view a buyer who has rejected a carload 
of canned foods because they were dis- 
colored by the metal of some machine 
through which they passed in their proc- 
ess. 


PRIDE IN OUR OCCUPATION — 
Let’s have a pride in our businesses and 
in our products. Let’s tell the world how 
good and how economical canned foods 
are. Many of us are too small to ad- 
vertise our own brands but as an asso- 
ciation we can tell those facts to our 
buyers and consumers. Carlos Camp- 
bell has been doing a fine job along this 
line. Every canner, however small, can 
tie in with such pertinent information. 

The canners have always had _ prob- 
lems. Today they are as great as ever. 
We should approach 1949 with caution 
but don’t let the problems get us down. 
Get all the information available, then 
make our plans. Decide what commodi- 
ties we will pack and how much. 

Don’t be like the man who was leading 
an elephant. When he was asked how he 
could lead such a large animal, replied 
“That is easy. Put a rope around his 
neck and find out which way he is going, 
then hold on.” 


Rather be like the Drummer Boy in 
Napoleon’s Army when the tide of battle 
was going against the French. The Little 
Corporal called to a drummer boy to beat 
a retreat. He replied, “Sire, you never 
taught me to beat a retreat. I can beat 
a charge.” He did so and the retreating 
troops turned and the battle of Austerlitz 
was won. 


At the Opening General Session the 
following officers were presented for 
nomination and unanimously elected: 
President, C. Edgar Anderson, H. P. 
Cannon & Son, Ine., Bridgeville, Dela- 
Ware; Ist Vice-President, W. Earle 
Wainwright, Edgar F. Hurff Company, 
Swedesboro, New Jersey; 2nd Vice-Presi- 
dent, Francis Silver, Silver Canning 
Company, Colora, Maryland. 

Mr. Anderson was elected in absentia 
being confined to the Jefferson Memorial 
Hospital where he was to undergo an 
operation at an early date. 


| \BEL A MESSENGER 


. Mr. ©. W. Brown, Editor-in-chief of 
Modern Packaging” made his third 
appearance before Tri-State canners, 
giving them in substance, the same 
talk “\Vhen Basie Labeling Principles 
Change”, He said, “ My speech will be 
changed”. “The label’, he said, “as your 
Messenger must identify your product, 
mform tre consumer about it and invite 
her to purchase.’ Mr. Brown pointed 


out the alvertising value of the label in 
dollars and cents and outlined helpful 


in giving the label eye-ap- 
peal, 
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MERCHANDISING THE 1948 PACK 


The forum discussion on merchandis- 
ing was headed by NCA Secretary Carlos 
Campbell and staffed by NFBA Presi- 
dent Watson Rogers, Harold O. Smith, 
Executive Vice-President of U. S. Whole- 
sale Grocers Association, and canners 
William J. Ritter, Jr. of the P. J. Ritter 
Company and R. W. Mairs of The H. J. 
McGrath Company. In substance the 
panel agreed: That more people making 
more money than ever before can buy 
about one-third more canned foods then 
before the war; that per capita consump- 
tion has increased about 38 per cent and 
that there are about 24 million more 
mouths to feed than prior to the war; 
that by and large the total supply of can- 
ned foods is in balance with potential de- 
mand; that due to the high prices of 
items other than canned foods, the dollar 
volume of distributors inventory is high 
even though actual volume has been re- 
duced from a normal 6 to 8 months to 
about a 90 day supply; that retailers are 
buying on a short turnover basis the 
same as the wholesaler; that the prein- 
ventory cut down started 4 to 6 weeks 
earlier than usual and that because of 
these facts, business should be consider- 
ably more brisk after the turn of the 
year than was the case last year. It was 
further agreed that the time has come 
when the industry must shift some of 
their attention from production problems 
to the sales end of the business; that 
quality is a must; allocation or a con- 
stant supply to regular customers is most 
important and that financial planning to 
enable the canner to carry his pack is 
vital to the welfare of the industry. 


OTHER SPEAKERS 


At Tuesday morning’s General Session 
the audience saw and heard the NCA’s 
sound and color film on descriptive label- 
ing. Were invited by Mr. George Sauter, 
to attend the Machinery and Supplies 
Exhibition at the National Convention in 
January. Something out of the ordinary 
and of particular interest at this time 
was provided in the talk and slide demon- 
stration on carloading. Mr. Edwin J. 
Dahill, Chief Engineer of the Association 
of American Railroads explained how to 
avoid excessive losses in dented and dam- 
aged cans. The railroads, he said, are 
not passing the blame to the shipper. 
They are accepting their responsibility 
and through an extensive research pro- 
gram, are doing everything in their 
power to reduce the amount of loss. 

Dr. Howard L. Steir, head of the De- 
partment of Markets, University of Mary- 
land, presented statistics showing the 
trends in production carryover, per cap- 
ita consumption and raw products prices 
for tomatoes, peas, corn, snap beans and 
lima beans. In general, the picture re- 
flected the heavy increases during the 
war and a leveling off during 1948 to a 
point somewhat below peak years but 
yet considerably higher than prewar. His 
figures will be available for publication 
at a later date, 
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MISSISSIPPI 
OFFERS THE 


CANNING 
INDUSTRY 
GOLDEN 
HARVEST 


Mississippi produces an endless 
supply of annually replaceable raw 
materials which are suitable for can- 
ning and freezing. A variety of 
truck crops—peas, butter beans, 
cabbage, green beans, turnip 
greens, mustard greens and toma- 
toes—offer excellent opportunities 


for processing. Mississippi also — 


raises nearly 6,000,000 bushels of 
sweet potatoes annually. This year 
Mississippi orchards will produce 
nearly 900,000 bushels of peaches 
and about 350,000 bushels of 
pears. Opportunities for canning 
and freezing seafood are to be 
found along Mississippi's Gulf Coast, 
which supplies alarge share of the 
nation’s oyster and shrimp needs. 


Under Mississippi's BAWI plan, 
communities are building plants to 
house industries, assuring them the 
cooperation of local people. We 
invite you to investigate Mississippi s 
opportunties now. 


For Complete Information 
Write 


MISSISSIPPI AGRICULTURAL 
& INDUSTRIAL BOARD 
New Capitol Building 
JACKSON, MISSISSIPPI 
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(Spot prices per dozen F.O.B. 
cannery unless otherwise 
specified.) 


VEGETABLES 


ASPARAGUS 
Scattered Stocks 


BEANS, StTRINGLESS, GREEN 


MARYLAND 
Fey., Fr. Sliced, No. 2... 1.60 
No. 10 8.75 
Ex. Std., Fr. Sliced, No. 2..1.20-1.40 
Ex. Std., Cut, No. 2 a... 1.40-1.50 
No. 10 7.00-7.50 
No. 10 6.50-7.00 
Cut Wax, No. 1.30 
No. 10 6.50 
N. Y. Fey., Cut gr., 3 sv.....2.00-2.05 
4 sv. 1.95 
Ex. Std., 3 sv 1.65 
Std., 5 sv. 1.40 
Fla., Fey., Fr. Sl., No. 2.......... 1.5214 
Ex. Std., Cut, No. 1.45 
No. 10 7.50 
MIDWEST 
No. 2, Fey., Cut, 3 sv. ........ 2.00-2.10 
10.25-10.75 
No. 2, Ex. Std., Cut, 4 sv...1.50-1.60 
No. 10 7.50-8.00 
No. 8, Cab, 1.40 
No. 10 6.50-7.00 
No. 2, Fey., Whole, 3 sv.....2.35-2.50 
No. 2, Fey., Whole, 2.00 
No. 10 10.00 
Texas, Fcy., Cut, 1, 2, 3 Sv......... 1.75 
No. 10 8.50 
No. 10 7.00 
No. 10 6.00 
BEETS 
No. 10 6.75 
No. 10 —— 
Mid-west, Fey., Cut, 

No. 10 5.25-5.75 
Whole, No. 2, 10/0 1.50 

CARROTS 
No. 10 5.00 
No. 10 ...... 5.50 
No. 10 5.30 
No. 10 5.25 
CORN 
MIDWEST 
Fey., W. K., Gold., No. 2....1.70-1.75 
No. 303 1.60 
No. 1 1.25-1.30 
No. 10 9.25-9.50 
No. 10 8.25 
Std., No. 2 1.25 
Fey., C. S. Gold., No. 2........ 1.60-1.70 
No. 10 8.50-9.00 
x. Std., No. 2 
No. 10 8.25 
Std., No. 2 1.35 
No. 10 7.75 
East 
WK. Me. 1.75 
No. 10 9.50 
Ex. Std., W.K. Golden, 
No. 2 1.50-1.60 
No. 10 9.00 
Std., No. 2 1.35 
No. 10 8.25 
Fey., Shoepeg, W.K 1.75 
Ex. Std., Shoepeg, No. 2......1.60-1.65 
Fey., C. S. Golden, No. 2.............. 1.75 
No. 303 1.60 
No. 10 8.50 
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No. 303 1.40 
No. 10 8.00 

Std., No. 2 1.25 
No. 10 7.50 

Ex. Std., C.S. Wh. 

No. 2 1.45-1.55 


Std., C. S. White, No. 2....1.85-1.42% 
No. 10 8.00 
N. Y. Fey., C.S. Gold., No. 1......1.15 
No. 2 1.75 


PEAS 
MARYLAND, ALASKAS 


25 
15 
.75 
.00 
Std., Ungraded, “No. 1 85 
No. 2 -90-1.00 
No. 10 6.00 
Pa., No. 10, Ex. Std., 3 sv....... aos 
MARYLAND, SWEETS 
5 sv. 7.75 
Ex. Std., No. 10, 5 sv...........6.50-6.75 
Fey., Ungraded, 1.25 
No. 2 1.45-1.50 
No. 10 7.50 
Ex. Std., Ungraded, No. 308......1.10 
No. 2 1.25-1.30 
No. 10 7.00 
Std., Ungraded, No. 2 ........ 1.00-1.05 
No. 10 6.00 
New York, SWEETS 
No. 2, Fey., 2 sv. 2.50-2.60 
3 sv. 1.90 
4 sv. 1.80 
No. 10 9.75 


No. 2, Ex. Std., 3 sv. 
No. 2, Ex. Std., 4 sv. 
No. 2, Ex. Std., 5 sv. .. 
SWEETS 


No. 2 
No, 2, Ex. Std., 3 sv. 
No. 2, Ex. Std., 4 sv. 
Mo. 8 an 
MipWEsT, ALASKAS 
No. 2, Fey., 3 sv. a 
No. 10 J 
Bho. 2, B 2.20 
No. 10, Ex. Std., 3 sv. . 7.50-8.00 
No. 10, Ex. Std., 4 sv.... 7.00-7.25 
No. 2, Std., 3 sv. .... 1.10-1.20 
6.50 
N. W., Sweets 
No. 2, Fey., 2 sv. . +-2.10-2.15 
No. 2, Fey., 3 sv. . ..1.80-1.90 
No. 2, Fey., 4 sv. . 6021.65 
POTATOES. Sweet, F.0O.B. Baturo. 
Fey., Syrupack, No. 2% .......00008 1.80 
No 10 6.50 
No. 3, Vac. 1.65 
PUMPKIN 
Eastern, Fey., No. 1.05 
No. 10 4.50 
Indiana, Fey., No. 2 ..... Scans -70- .95 
No. 2% 1.00-1.25 


CANNED FOOD PRICES 


SAUERKRAUT 
Midwest, Fey., No. 90-1.00 

1.10-1.30 

No. 10 4.00-4.25 
Foye, Neo. B56, 1.30 

No. 10 4.40 

SPINACH 

No. 2% 1.95 

No. 10 6.75 

No. 2% 1.55-1.65 

No. 10 5.00-5.50 

No. 2% 1.60 

No. 10 5.25-6.00 

TOMALUES 
Tri-States, Ex. Std., No. 1.......... 1.10 

No, 2 1.40-1.50 

No. 2% 2.25 

No. 10 7.50 

1.251.385 

No. 2% 2.00 

No. 10 7.50 
Midwest, Std., No. 2 ..........1.30-1.35 

No. 2% 1.90-1.95 

No. 10 7.00-7.25 

No. 2% 2.00-2.10 

No. 10 7.25-8.00 

No. 2% 2.75-2.85 

No. 10 8.00-8.75 

No. 2 1.95 
No. 2% 2.40 

No. 10 8.50 

No, 2 1.45-1.50 

1.80-1.85 

No. 10 6.60 
Bes. B 1.35 

No. 10 6.50-6.75 

1.25 

No. 10 6.25 

TOMATO PUREE 
Md., No. 1, Spec. Grav. 1.045.... .75 

No. 10 6.75 
Midwest, Fey., No. 1............ -80- .85 

No. 2 1.50 

No. 10 

TOMATO CATSUP 
Md., Ex. Std., 8 oz. Bot............0 1.15 

14 oz. 1.50 
No. 10, Fey. 10.00 
Ind., No. 10 11.25 
14 oz., Fey., 1.90 
Calif., 14 oz. 1.85 

No. 10 11.00 

TURNIP GREENS 
1.25 
No. 2% 1.70 
No. 10 5.75 
FRUITS 
APPLE SAUCE 
Virginia, 

No. 2 1.25-1.30 
Pa., No. 2 — 

APRICOTS 

No. 10 9.00-9.50 

No. 10 8.75 
2.25-2.35 

No. 19 8.00 
No. 10, Water 5.50 
5.75-6.00 

BLUEBERRIES 
Maine, No. 2, Water............ 3.00-3.25 
No. 10 14.25 
CHERRIES 
No. B Water 

No. 2, Heavy Syrup... is 
Fey., Cal. R.A., No. 1T 

No. 2 

No. 2% 


Choice, No. 245 
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FRUIT COCKTAIL 


Fey., No. 1 T 2.30-2,45 
No. 2% 3.85-3.95 
No. 10 13.50 

PEACHES 

Calif. Y.C., Fey., No. 2%....2.75-2,5 

Choice, No. 

Std., No. 2% 2.85 +2.45 

Fey., No. 10 9,00 

PEARS 


Calif. Bartlett, Fey., 


No. 1 T 
No. 1 T 2.40 
PINEAPPLE 
Haw., SI., Fey., No. 2%... 3.25 
JUICES 
APPLE 
CITRUS, BLENDED 
46 oz, 
No. 10 
No. 2, Texas 
46 oz. — 
GRAPEFRUIT 
Fla., Fey., 6 oz. . 
46 
No. 10 
ORANGE 
46 oz 9 
No. 10 3.40-8.50 
PINEAPPLE 
Haw., Fey., No. 2 1,45+1.50 
46 oz. 8.25 
Texas, No. 2, Sw. 
TOMATO 
N. Feu. Mo. 2 
2.35 
4,65 
NO. 
46 oz. 
No. 10 
Midwest, Fey., No. 2 ll 
46 oz. 
4.2544.75 
Calif., Fey., No. 2 . 1.05 
46 oz. 2.35 
No. 10 4.40 
FISH 
OYSTERS 
Gulf, 4% 02. 00 
4.75-5.00 
SALMON (per case) 
Alaska, Red, No. 1 T.........2 27 .00-28.10) 
Med. Red, 15.00 
Flat ..... 14.50-15.0! 
Cohoes, No. 1 T..... 
Chums, No, 1 T.... 
11.00-11.5! 


SARDINES—PeEr Case 
Calif., Ovals, 48/1 Ib., 


Tomato Sauce 


SHRIMP, GuLF 


No. 1, Pic., Small . ewnaubd 
Medium 
Large .... 
Jumbos ... 

TUNA—PER CASE 
48/14’s, Light Meat......... 16.25-16.% 
Albacore, Fey., White, 

20.00-22. 
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The Seventh Edition of 
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AC 
65 

45 Canner 


should 

Course 

copy of 

1 this 

% Postage 

Prepaid 

i A complete, practical and up-to-date canners’ text- 

ie book, answering any questions that may arise relative 

a tance to proper methods of canning. It covers every phase 

o ben of processing vegetables, fruits, fish, meats, soups, 
preserves, jellies, sauces, etc. 

Published By 
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— The Canned Foods Authority 
7 BALTIMORE2, 205. GAY STREET MARYLAND Size 6x9 360 pages, Beautifully bound. 


36 Stamped In Gold. | 
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PATENTS PENDING 

Aa | np The great buy word for your label! 
sH | FOR PACKING FANCIEST WHOLE-KERNEL 


28.0 AND CREMOGENIZED CORNS 
15.00 


CORN CANNING EQUIPMENT 


Compra ny Westminster Md 

As HUSKERS—CUTTERS—SILKERS—ROD SHAKERS 
4.50 i 
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FLOTATION WASHERS—CREMOGENIZERS. 
RIMMERS--MIXERS—CONVEYORS, ETC. 
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INDIANA CANNERS MEET 
(Continued from page 6) 


erades. The inspection service had a 
representation of seven or eight officials 
on hand and there was lively discussion. 
The canners’ gripe in general was that 
the tomatoes are upgraded and in partic- 
ular that mashed tomatoes are graded 
No. 1’s and that the sampling method 
does not produce representative samples. 
Government officials countered with the 
charge that many farmers “top” their 
loads and many canners locate inspec- 
tion tables so far away from unloading 
platforms that it’s next to impossible to 
get a representative sample. They gave 
figures showing Indiana’s percentage of 
No. 1’s, 2’s and culls in line with neigh- 
boring states and suggested Indiana can- 
ners look into the possibility of raising in- 
spectors salaries to a level of other states 
so that higher type inspectors could be 
hired. Few, if any canners realized that 
there are two grades in effect—one for 
canning tomatoes and one for tomato 
products, the latter being more lenient 
in most cases, but not permitting stems 
in the No. 1 grade. A committee will be 
appointed to study the situation and re- 
port at the Purdue Meeting in early 
spring. 


THE ELECTION 


H. K. Bachelder, President of the La- 
doga Canning Company of Indianapolis, 
was elected President to succeed Ed. H. 
Dunlap. H. L. Auckerman, President of 
the Carr Canning Company, was elected 
Vice-President and Al F, Dreyer was re- 
elected Secretary-Treasurer. New Direc- 
tors elected for three year terms were: 
John Donnelly, Secretary of Flat Rock 
Canning Company, Flat Rock; Lyle 
Clark, G. S. Suppiger Company, Mt. 
Summit and Converse; and William But- 
terfield, Butterfield Canning Company, 
Muncie. 


HOTEL ACCOMMODATIONS 


One of the chief topics of conversa- 
tion concerned the hotel situation in In- 
dianapolis, which to put it mildly, has 
many shortcomings. Year after year, 
hopeful and disconcerted guests, with 
reservations confirmed some two or three 
months in advance, spend hours waiting 
for accommodations. When finally of- 
fered a cot in a parlor or a ballroom, 
along with several others, or possibly a 
room in the next thing to a bawdy house, 
the blood begins to boil. Indianapolis is 
a busy city, pitifully short of reasonably 
good hotel accommodations even without 
a convention. It’s none of our business 
where, when or why Indiana canners 
hold a convention. The same might be 
said of the Machinery and Supply people, 
many of whom object to Indianapolis. 
But a convention would be rather drab 
without them. French Lick seems to be 
popular choice of the objectors. The 
powers that be will no doubt weigh the 
advantages of that location another year. 


22 


CALENDAR OF EVENTS 


NOVEMBER 30-DECEMBER 1, 1948 
—34th Annual Convention, Pennsylvania 
Canners Association, Penn-Harris Hotel, 
Harrisburg, Pa. 


DECEMBER 2-3, 1948—Annual Meet- 
ing, Georgia Canners Association, Hotel 
DeSoto, Savannah, Ge. 


DECEMBER 3-4, 1948—Annual Con- 
vention, Southwest Canners Association, 
Liberty Hotel, Jacksonville, Tex. 


December 5-8, 1948—44th Annual 
Meeting, American Society of Refriger- 
ating Engineers, Statler Hotel, Wash- 
ington, D. C, 


DECEMBER 6, 1948—Annual Meet- 
ing, Maine Canners Association, Fal- 
mouth Hotel, Portland, Maine. 


DECEMBER 6-7, 1948—Annual Meet- 
ing, Canned Foods Association of On- 
tario, General Brock Hotel, Niagara 
Falls Ont., Canada. 


DECEMBER 6-8, 1948—Annual Meet- 
ing, New Jersey State Horticultural So- 
ciety, Claridge Hotel, Atlantic City, 
N. J. 


DECEMBER 7, 1948—Fall Meeting, 
National Kraut Packers Association, 
Morrison Hotel, Chicago, Ill. 


DECEMBER 7-9, 1948 — Michigan 
State Horticultural Meeting, Pantlind 
Hotel, Grand Rapids, Mich. 


DECEMBER 8-10, 1948 — Annual 
Meeting, Northwest Frozen Foods Asso- 
ciation, Olympic Hotel, Seattle, Wash. 


DECEMBER 9-10, 1948—Annual Sani- 
tation Conference, Western Branch, Na- 
tional Canners Association, San Fran- 
cisco, Calif. 

DECEMBER 9-10, 1948 — Annual 
Meeting Michigan Canners Association, 
Pantlind Hotel, Grand Rapids, Mich. 


DECEMBER 9-10, 1948—68rd Annual 
Meeting, Association of New York State 


Canners, Inc., Hotel Statler, Ruffalo, 
Y. 

DECEMBER 14-15, 1948 — Annual 
Meeting, Ohio Canners’ Association, 


Deshler-Wallick Hotel, Columbus, Ohio. 


DECEMBER 16, 1948—Annual Meet- 
ing, Minnesota Canners. Association, 
Hotel Radisson, Minneapolis, Minn. 


JANUARY 5-7, 1949— Annual Can- 
nery Field Men’s Conference, Michigan 
State College, East Lansing, Mich. 


JANUARY 6-7, 1949—Annual Meet- 
ing, Northwest Canners Association, 
Olympic Hotel, Seattle, Wash. 


JANUARY 6-7, 1949—Annual School 
for Illinois Cannery Fieldmen, University 
of Illinois, Illini Union Building, Urbana, 
Illinois. 
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JANUARY 8-16, 1949—National Fish. 
ing Show, Chamber of Commerce, San 
Diego, Calif. 


JANUARY 10-14, 1949—3rd Nationa] 
Materials Handling Show, Material Hap. 
dling Institute, Convention Hall, Phila. 
delphia, Pa. 


JANUARY 11-14, 1949—Annual Meet. 
ing, National-American Wholesale Gro. 
cers Association, Atlantic City, N. J. 


JANUARY 14-19, 1949—Canning Ma. 
chinery & Supplies Exhibit, Convention 
Hall, Atlantic City, N. J. 


JANUARY 14-20, 1949—Annual Meet. 
ing National Canners Association, At- 
lantic City, N. J. 


JANUARY 15, 1949—Annual Dinner. 
Dance, Canning Machinery & Supplies 
Association, Claridge Hotel, Atlantic 
City, N. J. 


JANUARY 16, 1949—Annual] Dinner, 
7:00 P. M., Old Guard Society, Claridge 
Hotel, Atlantic City, N. J. 


JANUARY 17, 1949— Annual Ban- 
quet, 7:00 P. M., Young Guard Society, 
Hotel Traymore, Atlantic City, N. J. 


JANUARY 17, 1949— Annual Meet. 
ing, Canning Machinery & Supplies 
Association, Convention Hall, Atlantic 
City, N. J. 


JANUARY 18, 1949—Fred Waring 
Show, 8:45 P. M., Canning Machinery é 
Supplies Association, Ballroom, Conven. 
tion Hall, Atlantic City, N. J. 


FEBRUARY 7-18, 1949—28th Annual 
Canners & Frozen Food Packers School, 
Oregon State College, Corvallis, Oregon. 


FEBRUARY 9-11, 1949—41st Annual 
Convention, Ozark Canners Association, 
Colonial Hotel, Springfield, Mo. 


FEBRUARY 14-15, 1949 — Annual 
Meeting, Tennessee - Kentucky Canners 
Association, Andrew Jackson Hotel 
Nashville, Tenn. 


FEBRUARY 15-17, 1949 — Technical 
School for Pickle and Kraut Packers, 
Michigan State College, East Lansing. 
Mich. 


MARCH 4-5, 1949—37th Annual Con- 
vention, Utah Canners Association, Hote 
Utah, Salt Lake City, Utah. 


MARCH 6, 1949, week of —- Annual 
Meeting, National Association of Frozt! 
Food Packers, Stevens Hotel, Chicag® 
Til. 


MARCH 9-11, 1949—Annuai Conve! 
tion, Canners League of California, Ca 
del Rey Hotel, Santa Cruz, Ca!if. 


MARCH 16-28, 1949—Food 
School, Ohio State University, Columbus 
Ohio. 
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There is many a firm who can readily use your unneeded 
equipment. It’s the opportunity for you to turn it into cash 
while fulfilling the other fellow’s need. Or you may need equip- 
ment yourself, or want to buy or sell or rent a cannery, or need 
help, or a job. Whatever your needs, you will get good results 
from an Ad. on this “Wanted and For Sale” page. The rates, 
per insertion—Straight reading, no display—one to three times 
per line 40c, four or more times per line 30c, minimum charge 
per Ad. $1.00. Count eight average words to the line, count 
initials, numbers, etc., as words. Short line counts as a full 
line. Use a box number instead of your name if you like. Forms 
close Wednesday noon. The Canning Trade, 20 S. Gay St., 
Baltimore 2, Md. 


FOR SALE—MACHINERY 


“CONSOLIDATED,” serving American Industry for Over 
25 Years—For Sale: Retorts; Filters; Mixers; Fillers; Ex- 
tractors; Cappers; Crowners; Can and Bottle Labelers; Copper 
Cooking Kettles; Glass-lined Tanks; Pumps; Vacuum Pans, etc. 
Rebuilt and guaranteed. Prompt delivery. We buy and sell from 
a single item to a complete plant. Consolidated Products Co., 
Inc., 18-20 Park Row, New York, N. Y. 


WHEN IN NEED of food processing machinery of any kind 
wire or call: Ashley Mixon, Canning Machinery Exchange, 
Plainview (West), Tex. 


AT FIRST YOU CAN SUCCEED in getting good equipment 
immediately, reasonably. Stainless Kettles, Evaporators, Vac. 
Pans, Cookers, Stills, ete. Drum, Chamber, Spray Dryers for 
Dehydrating, Flaking and Freezing. Dicers, Slicers, Cutters. 
Choppers, Peelers; Homogenizers, Viscolizers; Washers, Blanch- 
ers, Canning Equipment. Filters, Filter Presses, Separators. 
Mixing Equipment for Solids, Liquids, Sifters, Screeners, Pulp- 
ers, Finishers. Packaging Equipment such as Fillers, Weighers, 
Cartoners, Labelers, Casers. Complete plants for sale. Send for 
list of food equipment just out. First Machinery Corp., 157 
Hudson St., New York 13, N. Y. 


We manufacture a general line of canning machinery and 
frequently take in good used equipment which we rebuild and 
offer for resale. Write us regarding your requirements for 
either new or rebuilt machinery. Copy of our new No. 700 cata- 
log for the asking. A, K. Robins & Co., Inc., Baltimore 2, Md. 


FOR SALE—Used Machinery in excellent condition; every- 
thing needed for processing Tomatoes; Catsup; Puree; Juices; 
Green |'eans; Peas; Lima Beans; and Corn. Cook Room and 
Warehovse Equipment. Write at once for quotations on equip- 


ment in crested in. W. T. Howeth, 1831 N. Cameron St., Har- 
risburg, 

FOR ‘ALE—Mallory Sterilizer 30 GPM, reconditioned, ready 
for im liate installation in your plant. Priced for quick sale. 
Terms. the safest, fastest, most economical method of steriliz- 
Ing you” fruit juices and liquid food products. Address: B. C. 
Skinne) ‘lachinery Co., 941 Douglas St., Dunedin, Fla. 

FOR -ALE—1 Model 300 Unscrambler with Crate Dump for 
standa,, round crates for No. 2 cans, with motors and motor 
drives, » 220 v., 60 cy., 3 ph. A.C., complete with 12’ double 
elevato: «vith motor drive. Machine never off of original skids. 
Brand Sampson Canning Co., Wisconsin Rapids, Wis. 

_ FOR sALE—Locomotive Type Boiler, 70 HP, passes good 
Inspect: for 125 lbs. steam pressure. Complete equipment, in- 
cluding ood 50 ft. stack. Price $750.00 for prompt removal. 


I. L. Lenard & Co., Cambridge. Md. 
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WANTED and FOR SALE 


BARLIANT AND COMPANY have available for immediate shipment the country’s 
largest selection of surplus used, rebuilt, or NEW machinery and equipment, such 
as Retorts, Fillers, Exhausters, Blanchers, Juicers, Slicers, Peelers, Cutters, 
Washers, Packaging equipment as well as Motors, Pumps, Boilers and Refrigeration 
equipment. Write for complete detailed listings. Below are a few representative 
offerings. We will be glad to place your name on our mailing list upon request. 


All Steel Welded Retorts and Crates—NEW—Direct from Manufacturer. 


40 x 36 complete with 2-3 Tier Perf. Crates $289.40 
40 x 48 complete with 2-4 Tier Perf. Crates 309.35 
40 x 60 complete with 3-3 Tier Perf. Crates. 354.30 
40 x 72 complete with 3-4 Tier Perf. Crates 371.45 
40 x 96 complete with 4-4 Tier Perf. Crates 439.15 
Extra Perforated Crates 3 or 4 Tier, Each 25.00 


Retorts complete with counterweight heads, 10 Clamps, 9” Thermometer, 
114%” Safety Valve, 344” pressure and vacuum gauge, %,” Globe valve, 
thermometer pocket, pin wrench. All prices f.o.b. Southern shipping 
point. 


BARLIANT AND COMPANY,  Brokers-Sales Agents 
7070 N. Clark St. - Chicago 26, lll. - Sheldrake 3313 


Used, Rebuib and Now 


Machinery, Equipment and Supplies 


FOR SALE—Burt Labeler in excellent condition. 
No. 1 cans. Has been in recent use but no longer have need 
for this size. Price only $300 for quick sale. Penn’s Manor 
Canning Co., Cornwells Heights, Pa. 


Suited for 


‘FOR SALE—350 gal. Jacketed Copper Kettle, tin lined, out- 
let 3 inches with stand. Price $325 f.o.b. Orange. Orange Can- 
ning Co., Orange, Conn. 


FOR SALE—2 Model B—C.S. Green Bean Snippers, $225.00 
each; 2-24 inch Drums 15/64” openings Buck Green Bean 
Snippers, $400.00 each; 2- 36 inch Drums 15/64” & %” open- 
ings Buck Green Bean Snippers, $500.00 each; 2 Monitor Shaker 
Shoes, $75.00 each; 1 Monitor Shaker Shoe, large with knockers, 
$100.00; 1 Boss Meat Grinder, without motor, $150.00; 1 small 
7% ft. Blancher, $100.00; 1 #7 Clipper Cleaner, new, $100.00; 
2 #6 Chisholm-Ryder Pregraders, $250.00 each. Crating $15.00 
extra per machine. Torsch Canning Co., Milford, Del. 


FOR SALE—Sinclair Scott Hex-Cone Cleaner with complete 
screens for peas and lima beans; Berlin Chapman Sewer Separa- 
tor. Whiteford Packing Co., Whiteford, Md. 


TANK FOR SALE—We have a new Stainless Steel 100 gal. 
dished bottom Tank with opening in center, stand and one piece 
cover, for storage. Also can furnish portable clamp-on agitator 
if required. Other sizes available. Prompt delivery. Charles 
S. Jacobowitz Co., 3080 Main St., Buffalo 14, N. Y. AMherst 
2100. 


FOR SALE—Adriance Model 805 D Crowner, excellent condi- 
tion, will take $750.00, possibly less for quick sale. Recently 
rebuilt by skilled mechanic. Adv. 48128, The Canning Trade. 


FOR SALE—Used Equipment at right price. 4-80 ft. Cook- 
ing and Cooling Tanks, 4 ft. wide, 2 with steel slats, 2 with La- 
Porte Mat; complete except motor drives; $1,250.00 each f.o.b. 
our plant; available June 1, 1949. 3 Sprague-Sells Stainless 
Steel Finishers, $500.00 each; without motors; available prompt 
shipment. Holly Hill Fruit Products, Inc., Davenport, Fla. 


WANTED—MACHINERY 


WANTED—We are in immediate need for Stainless Steel, 
Monel, Aluminum or Copper Kettles and Vacuum Pans; Re- 
torts; Filter Presses; Labeling Machines, and Packaging Equip- 
ment. Adv. 4898, The Canning Trade. 
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WANTED — MACHINERY — Continued 


GET MORE for your surplus equipment. List it with our 
bureau and sell directly to the next user. 50,000 manufacturers 
get our offerings regularly. They need such units as Labelers, 
Dicers, Peelers, Retorts, Washers, Kettles, Dryers, Stills, Mixers, 
or what have you to sell. For quicker action and better price 
send full details and your price to: Equipment Finders Bureau, 
6 Hubert St., New York 13, N. Y. 


MISCELLANEOUS 


THERMOMETERS—We repair Mercurial Indicating Ther- 
mometers. Dial Thermometers and Recording Thermometers of 
all makes. Instruments are reconditioned like new. Satisfaction 
guaranteed. For economical savings ship your Thermometers 
to: Nurnberg Thermometer Co., 124 Livingston St., Brooklyn, 


WANTED—Non-seasonal product to pack in our modern fac- 
tory located on Eastern Shore of Maryland. Have private sid- 
ing and close to large metropolitan areas. Ship your raw prod- 
ucts in and we ship finished out. Work on narrow margin. Adv. 
48121, The Canning Trade. 


WE’LL PACK FOR YOU—Packer with 2 plants in Eastern 
Pennsylvania wants cost-plus or contract canning to fill slack 
season. Equipped for soups, vegetables, fruits, sauces, spreads, 
ete. Sizes 1’s through 10’s. Experienced labor and management 
for your own supervision. Located on own rail siding on Penn- 
sylvania R. R. main line and on U. S. Route 1. Are operating 
daily throughout winter, but can handle additional products for 
you. We’re open to your suggestions, and will work to please 
you. Adv. 48123, The Canning Trade. 


SITUATIONS WANTED 


POSITION WANTED—Plant Manager, 20 years Manage- 
ment, Sales and Production, frozen and canned. Desires new 
connection after February first. Prefer East or South. Adv. 
48125. The Canning Trade. 


POSITION WANTED—As Sales Manager or combination 
Sales and Factory Manager. Experienced in the packing and 
marketing of most all vegetables, small fruits, citrus and dry 
pack items. Want to make a change before Jan. 1. Sober, in 
good health, like to work. Adv. 48127, The Canning Trade. 


POSITION WANTED—Manufacturing Chemist. 15 years 
experience wholesale grocery line. Qualified analyst. Protein 
and moisture determinations peanut butter, gelatine desserts, 
— dressing, syrup blender, sauces. Adv. 48129, The Canning 

rade. 


To assist you— 


Readers will find the Where to Buy 
Section helpful in locating firms to 
supply specific needs. 


Consult these advertisers 
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There is a saving grace in a sense of humor 
Contributions Welcomed 


Many a man has thought that a certain girl was the 
apple of his eye, only to discover that she was too seedy, 


Girls who still think that the way to a man’s heart is 
through his stomach had better take a compass along, 


There’s monkey business somewhere when a man 
comes home and gives his wife a bear hug. 


Bellhop (making lady and gentleman comfortable)— 
“Anything else, Mr. Smith? 

Guest—No, thanks. 

Bellhop—Anything for your wife? 

Guest (absentmindedly)—Why, yes, bring me a post 
card. 


“It’s raining cats and dogs outside.” 
“Ya, I know, I just stepped into a poodle.” 


“Dear, I saw the sweetest, cleverest little hat down- 
town today.” 
“Put it on, let’s see how you look in it.” 


Warden: “I’ve been in charge of this prison for ten 
years and that calls for a celebration. What kind of 
a party would you boys suggest?” 

Prisoners: “Open house!” 


A pair of newlyweds got into a hotel elevator. The 
goodlooking operator fluttered her eyes at the groom, 
and said, “Hello, darling.” All the way up there was 
a deadly silence, but after the two were in their room 
the bride exploded, “Who was that hussy ?” 

“Listen, don’t you start anything,” groaned the 
groom. “I’ll have enough trouble explaining you to her 
tomorrow morning.” 


The little doughnut said to the pompous layer cake, 
“If I had your dough, I wouldn’t be hanging around 
this hole!” 


Intuition is the ability to read between the lies. 


THE CANNING TRADE November 29, 198 
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WHERE TO BUY 


The Machinery and Supplies you need, and the Leading Houses that supply them. Consult the advertisements for details 


GENERAL FACTORY EQUIPMENT 


AGENTS for Machinery Mfrs. 
L. A. Benson Co., Inc., Baltimore, Md. 
Berlin Chapman Company, Berlin, Wis. 
Chisholm-Ryder Co., Niagara Falls, N. We 
Food Machinery Corporation, Hoopeston, Ill. 
F. H. Langsenkamp Co., Indianapolis, Ind. 
A. K. Robins & Co., Inc., Baltimore, Md. 


BLANCHERS, Vegetable and Fruit. 

lin Chapman Company, Berlin, Wis. 
Co., Niagara Falls, N. Y. 
Food Machinery Corporation, Hoopeston, Ill. 
A. K. Robins & Co., Inc., Baltimore, Md. 
‘Inited Co., Westminster, Md. 


TILER ROOM SUPPLIES. 
ys Benson Co., Inc., Baltimore, Md. 


BOXES (Metal), LUG, Field. 
Berlin Chapman Company, Berlin, Wis. 
Chisholm-Ryder Co., Niagara Falls, N. Y. 
F. Hamachek Machine Co., Kewaunee, Wis. 
A. K. Robins & Co., Inc., Baltimore, Md. 


BOXING MACHINES 
Burt Machine Company, Baltimore, Md. 
Chisholm-Ryder Co., Niagara Falls, N. Y. 
Food Machinery Corporation, Hoopeston, Ill. 
A. K. Robins & Co., Inc., Baltimore, Md. 


BOX (Corrugated) SEALING MACHINES. 
Burt Machine Company, Baltimore, Md. 
Chisholm-Ryder Co., Niagara Falls, N. Y. 
Food Machinery Corporation, Hoopeston, IIl. 
A. K. Robins & Co., Inc., Baltimore, Md. 

BUCKETS, PAILS AND PANS. 
Chisholm-Ryder Co., Niagara Falls, N. Y. 
Food Machinery Corporation, Hoopeston, Ml. 
F. H. Langsenkamp Co., Indianapolis, Ind. 
A. K. Robins & Co., Inc., Baltimore, Md. 


CAN WASHING MACHINES. 
Chisholm-Ryder Co., Niagara Falls, N. Y. 
Food Machinery Corporation, Hoopeston, Ill. 
A. K. Robins & Co., Inc., Baltimore, Md. 


CAPPING MACHINES, Soldering. 
Food Machinery Corporation, Hoopeston, Il. 
A. K. Robins & Co., Inc., Baltimore, Md. 


CHAIN ADJUSTERS. 
F. Hamachek Machine Co., Kewaunee, Wis. 


CLEANING AND GRADING MCHY., Fruits. 
Berlin Charman Company, Berlin, Wis. 
Chisholm-Ryaer Co., Niagara Falls, N. Y. 
Food Machinery Corporation, Hoopeston, Ill. 
A. K. Robins & Co., Inc., Baltimore, Md. 
Sinclair-Scott Co., Baltimore, Md 
United Co., Westminster, Md. 


CLOCKS, Process Time. 
Chisholm-Ryder Co., Niagara Falls, N. Y. 
Food Machinery Corporation, Hoopeston, Ml. 
A. K. Robins & Co., Inc., Baltimore, Md. 
COILS, Cooking. 


Berlin Chapman Company, Berlin, Wis. 
Chisholm-yder Co., Niagara Falls, N. Y. 
Food Machinery Corporation, Hoopeston, Ill. 
P. H. Langsenkamp Eo, Indianapolis, Ind. 
A. K. Robins & Co., Inc., Baltimore, Md. 


COOKING CONTROLS 


Aseptic Thermo Indicator Co., Los Angeles, Cal. 


CONVEYORS AND CARRIERS. 
. Benson Co., Inc., Baltimore, Md. 


Berlin Ch-nman Company, Berlin, Wis. 
Central Works, Philadelphia, Pa. 
Chisholm-'yder Co., Niagara Falls, N. Y. 
Cod Mac’ nery Corporation, Hoopeston, Ill. 
La Porte Nat & Mfg. Co., La Porte, Ind. 
-K. Robins & Co., Inc., Baltimore, Md. 
Sinelair-Sc!t Co., Baltimore, 
United Cz Westminster, Md. 
CONVE: >R BELTS, Cloth, Rubber, Wire. 
L A. Benscn Co., Inc., Baltimore, Md. 
Chacrnan Company, Berlin, Wis. 
Co., Niagara Falls, N. Y. 
: Porte li. & Mfg. Co., La Porte, Ind. 
.K. Robins & Co., Inc., Baltimore, Md. 


CONVE. ORS, Hydraulic. 


Berlin Ch. oman Com 
pany, Berlin, Wis. 
tyder Co., Niagara Falls, N. 
oins Inc., ti » 
Sinelair-Scuit Co., Baltimere, Md. 


COOKE: Continuous, Agitatin 
Sh eman Company, erlin, Wis, 
m-"yder Co., Niagara Falls, N. Y. 
nery Corporation, Hoopeston, M1. 


us & Co., Inc., Baltimore, Md. 
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COOLERS, Continuous. 


Berlin Chapman Company, Berlin, Wis. 
Chisholm-Ryder Co., Niagara Falls, N. Y. 
Food Machinery Corporation, Hoopeston, Ill. 
A. K. Robins & Co., Inc., Baltimore, Md. 


CRANES AND HOISTS. 


L. A. Benson Co., Inc., Baltimore, Md. 

Berlin Chapman Company, Berlin, Wis. 
Chisholm-Ryder Co., Niagara Falls, N. Y. 
Food Machinery Corporation, Hoopeston, Ill. 
A. K. Robins & Co., Inc., Baltimore, Md. 


CRATES, Iron Process. 


Berlin Chapman Company, Berlin, Wis. 
Chisholm-Ryder Co., Niagara Falls, N. Y. 
Food Machinery Corporation, Hoopeston, II. 
A. K. Robins & Co., Inc., Baltimore, Md. 


CUTTERS OR CHOPPERS. 


Central Machine Works, Inc., Philadelphia, Pa. 
Chisholm-Ryder Co., Niagara Falls, N. Y. 

Food Machinery Corporation, Hoopeston, 

A. K. Robins & Co., Inc., Baltimore, Md. 
Sinclair-Scott Co., Baltimore, Md. 


ENSILAGE STACKERS 
F, Hamachek Machine Co., Kewaunee, Wis. 


EXHAUST BOXES. 
Berlin Chapman Company, Berlin, Wis. 
Chisholm-Ryder Co., Niagara Falls, N. Y. 
Food Machinery Corporation, Hoopeston, Ill. 
A. K. Robins & Co., Inc., Baltimore, Md. 


FACTORY TRUCKS. 
L. A. Benson Co., Inc., Baltimore, Md. 
Berlin Chapman Company, Berlin, Wis. 
Chisholm-Ryder Co., Niagara Falls, N. Y. 
Food Machinery Corporation, Hoopeston, Ill. 
A. K. Robins & Co., Inc., Baltimore, Md. 


FILLING MACHINES, Can. 
Berlin Chapman Compeny. Berlin, Wis. 
Central Machine Works, Inc., Philadelphia, Pa. 
Chisholm-Ryder Co., Niagara Falls, N. Y. 
Food Machinery Corporation, Hoopeston, Ill. 
A. K. Robins & Co., Inc., Baltimore, Md. 


KETTLES, Plain or Jacketed. 


Chisholm-Ryder Co., Niagara Falls, N. Y. 
Food Machinery Corporation, Hoopeston, Ill. 
F. H. Langsenkamp Co., Indianapolis, Ind. 
Lee Metal Products Co., Philipsburg, Pa. 

A. K. Robins & Co., Inc., Baltimore, Md. 


KETTLES, Process, Retorts. 


Berlin Chapman Company, Berlin, Wis. 
Chisholm-Ryder Co., Niagara Falls, N. Y. 

Food Machinery Corporation, Hoopeston, Ill. 
Hamilton Copper & Brass Works, Hamilton, Ohio 
A. K. Robins & Co., Inc., Baltimore, Md. 


KNIVES, Miscellaneous. 


Chisholm-Ryder Co., Niagara Falls, N. Y. 
Food Machinery Corporation, Hoopeston, Ill. 
F. H. Langsenkamp Co., Indianapolis, Ind. 
A. K. Robing & Co., Inc., Baltimore, Md. 
Sinclair-Scott Co., Baltimore, Md. 


LABELING MACHINES. 


Burt Machine Company, Baltimore, Md. 
Chisholm-Ryder Co., Niagara Falls, N. Y. 
Food Machinery Corporation, Hoopeston, Il. 
F. H. Langsenkamp Co., Indianapolis, Ind. 
Morral Bros., Morral, Ohio 

A. K. Robins & Co., Inc., Baltimore, Md. 


MIXERS. 


Berlin Chapman Company, Berlin, Wis. 
Chisholm-Ryder Co., Niagara Falls, N. Y. 
Food Machinery Corporation, Hoopeston, III. 
F. H. Lanqsenkamp .. Indianapolis, tnd 
A. K. Robins & Co., Inc., Baltimore, Md. 


POWER PLANT EQUIPMENT. 
L. A. Benson Co., Inc., Baltimore, Md. 
Berlin Chapman Company, Berlin, Wis. 
Chisholm-Ryder Co., Niagara Falls, N. Y. 
F. Hamachek Machine Co., Kewaunee, Wis. 
A. K. Robins & Co., Inc., Baltimore, Md. 


PUMPS, Air, Water, Brine, Syrup. 


L. A. Benson Co., Inc., Baltimore, Md. 
Berlin Chapman Company, Berlin, Wis. 
Chisholm-Ryder Co., Niagara Falls, N. Y. 
Food Machinery Corporation, Hoopeston, Ill 
F. H. Langsenkamp Co., Indianapolis, Ind. 
A. K. Robing & Co., Inc., Baltimore, Md. 
Sinclair-Scott Co., Baltimore. Md. 
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SEWAGE DISPOSAL SYSTEMS. 


Berlin Chapman Company, Berlin, Wis. 
Chisholm-Ryder Co., Niagara Falls, N. Y. 
Food Machinery Corporation, Hoopeston, Ill. 
A. K. Robins & Co., Inc., Baltimore, Md. 
Sinclair-Scott Co., Baltimore, Md. 


SIEVES AND SCREENS. 
Berlin Chapman Company, Berlin, Wis. 
Chisholm-Ryder Co., Niagara Falls, N. Y. 
F. H. Langsenkamp Co., ndianapolis, Ind. 
A. K. Robins & Co., Inc., Baltimore, Md. 
Sinclair-Scott Co., Baltimore, Md. 


SPEED REGULATORS. 


L. A. Benson Co., Inc., Baltimore, Md. 
Berlin Chapman Company, Berlin, Wis. 
Chisholm-Ryder Co., Niagara Falls, N. Y. 
A. K. Robins & Co., Inc., Baltimore, Md. 
Sinclair-Scott Co., Baltimore, Md. 


SYRUPERS AND BRINERS. 


Berlin Chapman Company, Berlin, Wis. 
Chisholm-Ryder Co., Niagara Falls, N. Y. 
Food Machinery Corporation, Hoopeston, Il. 
A. K. Robins & Co., Inc., Baltimore, Md. 


TANKS, Metal, Glass Lined, Wood. 


Berlin Chapman Company, Berlin, Wis. 

Chisholm-Ryder Co., Niagara Falls, N. Y. 

Food Machinery Corporation, Hoopeston, Ill. 
. H. Langsenkamp Co., Indianapolis, Ind. 

Lee Metal Products Co., Philipsburg, Pa. 

A. K. Robins & Co., Inc., Baltimore, Md. 


VACUUM PANS. 


F. H. Langsenkamp Co., Indianapolis, Ind. 
Lee Metal Products Co., Philipsburg, Pa. 


WASHERS, Fruit, Vegetable. 
Berlin Chapman Company, Berlin, Wis. 
Chisholm-Ryder Co., Niagara Falls, N. Y. 
Food Machinery Corporation, Hoopeston, Ill. 
A. K. Robins & Co., Inc., Baltimore, Md. 
Sinclair-Scott Co., Baltimore, Md. 
United Co., Westminster, Md. 


BEET CANNING MACHINERY 


Berlin Chapman Company, Berlin, Wis. 
Chisholm-Ryder Co., Niagara Falls, N. Y. 
Food Machinery Corporation, Hoopeston, Il. 
A. & pon, Co., Inc., Baltimore, Md. 
Scott Viner Co., Columbus, Ohio 
Sinclair-Scott Co., Baltimore, Md. 


CORN CANNING MACHINERY 


CORN COOKER-FILLERS. 
Berlin Chapman Company, Berlin, Wis. 
Chisholm-Ryder Co., Niagara Falls, N. Y. 
Food Machinery Corporation, Hoopeston, Ill 
A. K. Robins & Co., Inc., Baltimore, Md. 


CORN CUTTERS. 
Berlin Chapman Company, Berlin, Wis. 
Chisholm-Ryder Co., Niagara Falls, N. Y. 
Food Machinery Corporation, Hoopeston, Ill. 
Morral Bros., Morral, Ohio 
A. K. Robins & Co., Inc., Baltimore, Md. 
United Co., Westminster, Md. 


CORN HUSKERS AND SILKERS. 


Berlin Chapman Company, Berlin, Wis. 
Chisholm-Ryder Co., Niagara Falls, N. Y. 
Food Machinery Corporation, Hoopeston, Ill. 
Morral Bros., Morral, Ohio 

A. K. Robins & Co., Inc., Baltimore, Md. 
Sinclair-Scott Co., Baltimore, Md. 

United Co., Westminster, Md. 


CORN SHAKERS. 


Berlin Chapman Company, Berlin, Wis. 
Chisholm-Ryder Co., Niagara Falls, N. Y 
A. K. Robins & Co., Inc., Baltimore, Md. 


CORN TRIMMERS. 


Berlin Chapman Company, Berlin, Wis. 
Chisholm-Ryder Co., Niagara Falls, N. Y. 
Food ey Corporation, Hoopeston, Il. 
Morral Bros., Morral, Ohio 

A. K. Robins & Co., Inc., Baltimore, Md. 
Sinclair-Scott Co., Baltimore, Md. 

United Co., Westminster, Md. 
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WHERE TO BUY 


CORN WASHERS. 


Berlin Chapman Company, Berlin, Wis. 
Chisholm-Ryder Co., Niagara Falls, N. Y. 


Food Machinery Corporation, Hoopeston, III. 


A. K. Robins & Co., Inc., Baltimore, Md. 
Sinclair-Scott Co., Baltimore, Md 
United Co., Westminster, Md. 


FISH CANNING MACHINERY 


Berlin Chapman Company, Berlin, Wis. 
Chisholm-Ryder Co., Niagara Falls, N. Y. 


Food Machinery Corporation, Hoopeston, II]. 


A. K. Robins & Co., Inc., Baltimore, Md. 


FRUIT CANNING MACHINERY 


Berlin Chapman Company, Berlin, Wis. 
Chisholm-Ryder Co., Niagara Falls, N. Y. 
Food Machinery Corporation, Hoopeston, IIl. 
A. K. Robins & Co., Inc., Baltimore, Md. 
Sinclair-Scott Co., Baltimore, Md 

United Co., Westminster, Md. 


KRAUT MACHINERY 


Berlin Chapman Company, Berlin, Wis. 
Chisholm-Ryder Co., Niagara Falls, N. Y. 


Food Machinery Hoopeston, 
0., 


F. H. Langsenkamp Indianapolis, Ind. 
A. K. Robins & Co., Inc., Baltimore, Md. 


MILK CANNING MACHINERY 


Berlin Chapman Company, Berlin, Wis. 
Chisholm-Ryder Co., Niagara Falls, N. Y. 


Food Machinery Corporation, Hoopeston, IIl. 


F. H. Langsenkamp Co., Indianapolis, Ind. 


PEA CANNERS’ MACHINERY 


BLANCHERS. 
Berlin Chapman Company, Berlin, Wis. 
Chisholm-Ryder Co., Niagara Falls, N. Y. 
Food Machinery Corporation, Hoopeston, IIl. 
A. K. Robins & Co., Inc., Baltimore, Md. 
United Co., Westminster, Md. 


CLEANERS. 
Berlin Chapman Company, Berlin, Wis. 
Chisholm-Ryder Co., Niagara Falls, N. Y. 
Food Machinery Corporation, Hoopeston, Ill. 
A. K. Robins & Co., Inc., Baltimore, Md. 
Sinclair-Scott Co., Baltimore, Md 
United Co., Westminster, Md. 


Berlin Chapman Company, Berlin, Wis. 
Chisholm-Ryder Co., Niagara Falls, N. Y. 
Food Machinery Corporation, Hoopeston, Ill. 
A. K. Robins & Co., Inc., Baltimore, Md. 
Sinclair-Scott Co., Baltimore, Md. 


Co., Niagara Falls, N. Y. 
F. Hamachek Machine Co., Kewaunee, Wis. 
A. K. Robins & Co., Inc., Baltimore, Md. 
Sinclair-Scott Co., Baltimore, Md. 


PICKING TABLES. 


Berlin Chapman Company, Berlin, Wis. 
Chisholm-Ryder Co., Niagara Falls, N. Y. 
Food Machinery Corporation, Hoopeston, II. 
A. K. Robins & Co., Inc., Baltimore, Md. 
Sinclair-Scott Co., Baltimore, Md 

United Co., Westminster, Md. 


WASHERS. 


Berlin Chapman Company, Berlin, Wis. 
Chisholm-Ryder Co., Niagara Falls, N. Y. 
Food Machinery Corporation, Hoopeston, III. 
A. K. Robins & Co., Inc., Baltimore, Md. 
Sinclair-Scott Co., Baltimore, Md 

United Co., Westminster, Md. 


PINEAPPLE MACHINERY 


Chisholm-Ryder Co., Niagara Falls, N. Y. 
Food Machinery Corporation, Hoopeston, Hl. 
A. K. Robins & Co., Inc., Baltimore, Md. 


PRESERVERS’ MACHINERY 


Chisholm-Ryder Co., Niagara Falls, N. Y. 
Food Machinery Hoopeston, Ill. 
F. H. Langsenkamp Co., Indianapolis, I-4 
A. K. Robins’ & Co., Inc.. Baltimore. Md 
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SNAP BEAN MACHINERY 


BLANCHERS. 
Berlin Chapman Company, Berlin, Wis. 
Chisholm-Ryder Co., Niagara Falls, N. Y. 
Food Machinery Corporation, Hoopeston, Ill. 
A. K. Robins & Co., Inc., Baltimore, Md. 


CUTTERS. 
Berlin Chapman Company, Berlin, Wis. 
Chisholm-Ryder Co., Niagara Falls, N. Y. 
Food Machinery Corporation, Hoopeston, III. 
A. K. Robins & Co., Inc., Baltimore, Md. 
Sinclair-Scott Co., Baltimore, Md. 
United Co., Westminster, Md. 


GRADERS. 
Berlin Chapman Company, Berlin, Wis. 
Chisholm-Ryder Co., Niagara Falls, N. Y. 
Food Machinery Corporation, Hoopeston, Ill. 
A. K. Robins & Co., Inc., Baltimore, Md. 


PICKING TABLES. 
Berlin Chapman Company, Berlin, Wis. 
Chisholm-Ryder Co., Niagara Falls, N. Y. 
Food Machinery Corporation, Hoopeston, III. 
A. K. Robins & Co., Inc., Baltimore, Md 
Sinclair-Scott Co., Baltimore, Md. 


SNIPPERS. 
Chisholm-Ryder Co., Niagara Falls, N. Y. 
Food Machinery Corporation, Hoopeston, III. 
A. K. Robins & Co., Inc., Baltimore, Md. 


TOMATO CANNING MACHINERY 


EXHAUSTERS. 
Berlin Chapman Company, Berlin, Wis. 
Chisholm-Ryder Co., Niagara Falls, N. Y. 
Food Machinery Corporation, Hoopeston, II. 
A. K. Robins & Co., Inc., Baltimore, Md. 


PEELING KNIVES. 
Chisholm-Ryder Co., Niagara Falls, N. Y. 
F. H. Langsenkamp Co., ndianapolis, Ind. 
A. K. Robins & Co., Inc., Baltimore, Md. 


PEELING TABLES, Continuous. 
Berlin Chapman Company, Berlin, Wis. 
Chisholm-Ryder Co., Niagara Falls, N. Y. 
Food Machinery Corporation, Hoopeston, III. 
A. K. Robins & Co., Inc., Baltimore, Md. 


SCALDERS. 
Berlin Chapman eg ot Berlin, Wis. 
Chisholm-Ryder Co., Niagara Falls, N. Y. 
Food Machinery Corporation, Hoopeston, III. 
A. K. Robins & Co., Inc., Baltimore, Md. 
Sinclair-Scott Co., Baltimore, Md. 


WASHERS. 


Berlin Chapman Company, Berlin, Wis. 
Chisholm-Ryder Co., Niagara Falls, N. Y. 
Food Machinery Corporation, Hoopeston, II] 
F. H. Langsenkamp Co., Indianapolis, Ind. 
A. K. Robins & Co., Inc., Baltimore, Md. 
Sinclair-Scott Co., Baltimore, Md. 


TOMATO PRODUCTS & JUICE MACHINERY 


COOKING COILS for Kettles and Tanks. 


Berlin Chapman Company, Berlin, Wis. 
Chisholm-Ryder Co., Niagara Falls, N. Y. 
Food Machinery Corporation, Hoopeston, III. 
F. H. Langsenkamp Co., Indianapolis, Ind. 
Lee Metal Products Co., Philipsburg, Pa. 

A. K. Robins & Co., Inc., Baltimore, Md. 


JUICE EXTRACTORS. 


Berlin Chapman Company, Berlin, Wis. 
Chisholm-Ryder Co., Niagara Falls, N. Y. 
Food Machinery Corporation, Hoopeston, III. 
F. H. Langsenkamp Co., Indianapolis, Ind. 
A. K. Robins & Co., Inc., Baltimore, Md. 


JUICE HEATERS. 


Berlin Chapman Company, Berlin, Wis. 
Chisholm-Ryder Co., Niagara Falls, N. Y. 
Food Machinery Corporation, Hoopeston, III. 
F. H. Langsenkamp Co., potanepolis, Ind. 
Lee Metal Products Co., Phillipsburg, Pa. 
A. K. Robins & Co., Inc., Baltimore, Md. 


Chisholm-Ryder Co., Niagara Falls, N. Y. 

Food Machinery Corporation, Hoopesten, III. 

Hamilton Copper & Brass Works, Hamilton, Ohio 
. H. Langsenkamp Co., Indianapolis, 4 

Lee Metal Products Co., Phillipsburg, Pa 

A. K. Robins & Co., Inc., Baltimore, Md. 


THE CANNING TRADE 


PULPERS AND FINISHERS. 


Chisholm-Ryder Co., Niagara Falls, N. Y. 
Food Machinery Hoopeston, [ll, 
F. H. Langsenkam .. Indianapolis, Ind. 
A. K. Robins & Co., Inc., Baltimore, Md. 
Sinclair-Scott Co., Baltimore, Md. 


GENERAL SUPPLIES 


BASKETS. 


Jersey Package Co., Bridgeton, N. J. 
Planters Mfg. Co., Portsmouth, Va. 


Riverside Manufacturing Co., Murfreesboro, N. (, 


BOOKS, on Canning, Formula, Etc. 
A Complete Course in Cusing 
The Almanac of the Canning Industry 
BOXES, Corrugated or Solid Fibre. 
Eastern Box Company, Baltimore, Md. 


Robert Gair Company, Inc., New York 17, N. Y 


United Container Co., Philadelphia, Pa. 
David Weber Co., Philadelphia, Pa. 
CANS, Tin, All Kinds. 


American Can Co., New York oy 
Continental Can Co., New York City 

Crown Can Co., Philadelphia, Pa. 

National Can Corp., Baltimore - New York City. 


CLEANING MATERIALS, Methods, Service 
Oakite Products, Inc., New York, N. Y. 
INSECTICIDES. 
Pittsburgh Plate Glass Co., Milwaukee, Wis. 
INSURANCE, Canners. 


Canners’ Exchange, Lansing B. Warner, Chicago 


Gamse Litho. Co., Baltimore, Md. 


Muirson Label Co., San Jose, Cal. - Brooklyn, N. Y. 


Piedmont Label Co., Bedford, Va. 
Simpson & Doeller &o., Baltimore, Md. 
Stecher-Traung Litho. Rochester, N. 


United States Printing & Litho. Co., Cincinnati, © 


LABORATORIES, for Analysis of Goods, Ete, 


American Can Co., New York Ci 
Continental Can Co., New York City 
National Can Corp., Baltimore, Md. 
National Canners Assn., Washington, D. C. 


MANUFACTURING CHEMISTS. 
Chas. Pfizer & Co., Inc., New York City. 


PASTE, CANNERS’. 


Clark Stek-o Corp., Rochester, N. Y. 
F. H. Langsenkamp Co., Indianapolis, Ind. 
A. K. Robins & Co., Inc., Baltimore, Md. 


SALT. 


Diamond Crystal Salt Co., Inc., St. Clair, Mich. 
Worcester Salt Co., New York City 


SEEDS, Canners’, All Varieties. 


Associated Seed Growers, Inc., New Haven, Conn. 


Chas. C. Hart Seed Co., Wethersfield, Conn. 
D. Landreth Seed Co., Philadelphia, Pa. 
Michael-Leonard Co., Sioux City, Ia. 
& Co., Minneapolis, Minn. 
Rogers Bros. Seed Co., Chicago, IN. 

F. H. Woodruff & Sons, Inc., Milford, Conn. 


SEEDS, PEA AND BEAN. 


Associated Seed Growers, Inc., New Haven, Cont. 


Gallatin Valley Seed Co., Bozeman, Morn!. 
Chas. C. Hart Seed Co., Wethersfield, Conn. 
D. Landreth Seed Co., Philadelphia, Pa. 
Michael-Leonard Co., Sioux City, Ia. 
einen King & Co., Minneapolis Minn 
Rogers Bros. Seed Co., Chicago, i. 
Washburn-Wilson Seed Co., Moscow, Ideho 
F. H. Woodruff & Sons, Inc., Milford, Conn. 


SEED, TOMATO. 


Associated Seed Growers, Inc., New Haven, Cont. 


Chas. C. Hart Seed Co., Wethersfield, Conn. 
D. Landreth Seed Co., Philadelphia, Pe 
Michael-Leonard Co., Sioux City, Ia. 
Northrup, King & Co., Minneapolis, Min. 
F. H. Woodruff & Sons, Inc., Milford, Conn. 


SUGAR, DEXTROSE. 
Corn Products Sales Co., New York, N. Y. 
WAREHOUSING AND FINANCING. 


Terminal Warehouse Co., Baltimore. M:. 
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The improvement your pack 
our business, too... 


National Can technologist conducting heat penetration test. 


Two National Can Service divisions are assigned to the work of 
aiding customers in improving pack quality and quantity. Combined, 
. they form a reliable headquarters thoroughly equipped to help solve even 

your most difficult packing problems. 
The Technical Service Division is staffed by trained technologists and 
_ backed by National Can’s long experience in advising on procedures 
for avoiding spoilage and improving flavor, as well as developing new 
product formulations. These technologists — continually at the service 
0! customers — have at their command modern chemical and bacterio- 
lovical facilities for field or laboratory analyses. For seamer problems 
‘ional Can’s staff of skilled mechanics is on call to prevent costly 
inn d:.ys during the peak packing seasons. In slack periods this double 
sc mer service makes complete overhauls of equipment. 
he combination of these two experienced divisions — working in 
C \peration with your staff — is your guarantee of top quality and more 
‘(p fttable packs. To learn just how these services may benefit you, call 
nearest National Can plant or sales office. 


CAN 


CORP OF RA 


Executive Offices: 110 EAST 42nd STREET, NEW YORK 17, N. Y. 
Sales \ ices and Plonts: Baltimore, Md. + Indianapolis, Ind. + Chicago, Ill. « Maspeth, N. Y. * Hamilton, Ohio * Canonsburg, Pa. « Boston, Mass. * St. Louis, Mo. 


National Can Seame: secharic 
inspecting can closing. 
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which 


insures satisfaction 
and profits to you 
and your growers 


Woodruff’s specially-bred-for-can- 
ning varieties, like all other Wood- 
ruff strains developed for packers, 
have the canner’s profit bred right 
into the seed. When you specify 
Woodruff seeds you know you are 
providing your growers with the 
best seed which will produce a crop 


of the highest quality — and your 
grower’s success is your success! 
Put Woodruit’s seed science to work 
for you. We’ll help you make your 
1949 pack the best you ever had. 


